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Why The Beaver Model-A Leads The Field! 


|. Right-handed. Conforms to standard machine 
design with chuck to left and tool-mounting to right 
at operator's finger tips 


tool 


2. Power in abundance. Cuts and threads 2 to 12 


nch with geared tools 


$. All gear-driven—no belts! Insures positive power 


t+. Universal motor. (Reversible at switch). Operates 
on 110-volt light line, A.‘ or D.( 25 to OV cycle 
220 volt motor same price. Other motors available 
Drum-type switch 


Standard base-mounting motor—connected by flex 
ble coupling to helical all-gear drive Safety shear 


' 
in 


6. Inverted Rack-and-pinion feed, (Il’rotection against 
chips). Operated by large star-wheel at operator's 
right hand. Hand wheel and carriage move in same 


direction—-not opposite directions 


7- Standard chuck—all steel 3-jaw universal chuck with 
iutomatic chuck wrench ejector 


it 


~ 


? 


12 


Outboard pipe support. \djustable. Prevents “whip” 
of long lengths of pipe rocking spindle—eliminating 
bad threads caused by pipe whip. 


Wheel-and-roller Cutoff—or Knife Cutoff—optional 
Wheel Cutoff cuts pipe '¢ to 2-inch and bolts '4 to 
l-inch. (Knife Cutoffs will not cut off bolts) 


Adjustable Quick-opening Dieheads. Solid ring tyj« 

no “hinge” to become fouled with chips. All four 
die segments move as unit—insuring uniform adjust- 
ment and even distribution of cutting on all four 
segments. Fully adjustable for standard, oversize 
or undersize threads—no tools required for adjust 
ment. 


Reaming. \n &-fluted tool-steel cone reamer swings 

in and out of working position and instantly removes 

burr 

Oil pump—accessibly located Impeller blade type 

Reversible. No check valves. Concealed oil lines 
protected 


Resale prices start at $310 delivered to your stock. 


BEAVER PIPE IQDLS 


438 MILLS AVE. Quality Tools—Since 1900 WARREN, OHIO 
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‘TIME MARCHES ON 


In the days of Button Shoes, LOWELL REVERSIBLE 
RATCHET WRENCHES were made with many parts 
and the gears of the socket had 20 teeth. There always 
was a Round Hole through the top of the Socket so 
that the Bolt would pass clear through and the Nut 


could be run down on the Bolt as far as desired. 


Since then we have been working to simplify our 
WRENCHES and give our customers more Durable 


and Stronger tools with as few parts as possible. 


We recommend and furnish 16 Tooth Sockets and 
Gears, unless otherwise specified, giving Longer Wear- 
ing and more Durable Tools. We did use Pawls that 
were Curved but today they are all Straight—only 2 
in a wrench, of Hardened Steel set into and backed 
up by the Solid Stock of the Handle and Gear—the 
STRONGEST CONSTRUCTION POSSIBLE. 


The Shipper also works on the solid part of the handle 
and does not rotate on a pin or screw as in some other 


tools. 


Our Steel Socket Bridge Reversible Ratchet Wrenches 
are Covered by the following GUARANTEE: Any 
Broken Handle returned to us will be Replaced Without 
Charge. 


In Construction Methods we said, “Ask your 
Dealers about Lowell Reversible Ratchet 
Wrenches.” To You we say, “Sell Lowells for a 
Good Profit and Satisfied Customers.” 


Satisfied Customers are our best Advertisements. 


Send for Catalog H 


LOWELL 


WRENCH COMPANY 
WORCESTER MASS. 
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KEEPS EXTENDING YOUR MARKET & SALES... 


@ You can depend on Link-Belt products for bet- 
ter business, satisfied users, and assured profits. 
Acceptance by users has continued to grow. It 
means a better sales situation for you —it means 
quicker sales — it means repeat business — it 
means better earnings — it means that action 
on your part now will build an ever greater 
acceptance for Link-Belt quality in your terri- 
tory. Send for copy of General Catalog No. 700. 


LINK-BELT COMPANY 
2410 West 18th Street, Chicago 


Offices in principal cities 
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A FEW OF THE 137 





— > AMERICAN CHAIN & CABLE 
Ny INDUSTRIAL PRODUCTS 
y 
4 (DOMINION CHAIN COMPANY, Ltd, in Canad) 
Where the assembly problem is one is. ae 
; +445 Acco-M Lubricato 
that requires the safe lifting and care- onntunees aanan Games 
ful placing of heavy parts, the use of pee sgn that wet ye ee 
esse tings @ rescen ran ire Kope 
the Wright Improved High Speed Tru-Stop anes © Tru-Level Oil Contrallers 
My ANDREW C. CAMPBELL DIVISION 
Hoist in the manner shown above is Abrasive Cutting Machines |» | loformers 
‘ — " . ecial Machine e ibblin achine: 
found to be highly efficient—just RIGHT for the job. " “FORD CHAIN BLOCK DIVISION. ° 
This illustration shows the assembly of parts in the HAZARD WIRE ROPE DIVISION 
plant of a large eastern manufacturer. Here, the Wright Wire Rope.» "Praformed Spring-Lay Wire 
np High Speed Hoist, in combination with ee Py hy 
: +7 I< Wrought Iron Bars and Sha 
right Trolleys and jib cranes, greatly facilitates the scum Utimeien clanaee 
assembly of comparatively heavy parts. Automotive Service Station Equipment 
~ rs OWEN SILENT SPRING COMPANY, Inc. 
Industrial distributors’ salesmen will find the new Owen Cushion and Mattress Spring Centers 
: PAGE STEEL AND WIRE DIVISION 
Wright catalog to be a great assistant in closing Page Fence * Wire and Rod Products 
Wright sales. Send for one. READING-PRATT & CADY DIVISION 
Valves e Electric Steel Fittings 
WRIGHT MANUFACTURING DIVISION Becrie Stel Castings, Rovah eine 
ailroad Specialties 
AMERICAN CHAIN & CABLE COMPANY, INC. ae 
YORK, PENNSYLVANIA Chain Hoists e Electric Hoists and Cranes 
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With emphasis on the DISTRIBUTOR 
and his point of view 








Nicholson national industrial advertising And the advertising of Nicholson. Black 
is planned to help the distributor sell more Diamond and McCaffrey Files makes specific 
files with the Patented Tooth Construction. mention of the distributor as the source from 


Vhis advertising goes in magazines reaching which to buy files with the new patented 


the distributor's customers directly. . 
lireethy tooth construction. 


Qur advertising is written from the dis- ae on ‘ 
. p: a Distributor cooperation is a basie part of 
tributor’s point of view. It gives specific P ve . ’ : 

the Nicholson File Company's poliey. 


reasons for buying our files: reasons which 7 e ’ p : 
Nicholson File Co., Providence. R. L. U.S. A. 


make the work of the distributor easier and 


more profitable. A FILE FOR EVERY PURPOSE 
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MACHINE CO. 


NEW YORK OFFICE & DISPLAY, 


STARR THORNBERRY— 


AMBASSADOR AT LARGE-— 


—has been ''TOLEDO'S" special representative 
since 1908. Probably the most widely known 
representative calling on the mill supply distribu- 
tors, Thorny" knows the trade from A to Z. 


His travels during the 30 years have taken him 
to every state in the union many times and in 
every city of 20,000 and over. His wide experi- 
ence and knowledge of trade conditions make 


him indispensable to "TOLEDO". 


His hobbies are probably good food and travel- 
ing although he takes a keen interest in his large 
farm and is a successful farmer. 


You'll have to go a long ways to find a better 
sales representative than ‘Thorny”. 


THE TOLEDO PIPE THREADING 
TOLEDO, OHIO 


72 LAFAYETTE ST. 


pk ay 


SELL "TOLEDOS” FOR PROFITS 
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GO TO BAT WITH THE LUBRIHIDE PIN 
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LACI 


YOUR customers know by experience that the life of a belt joint 
may be materially shortened or prolonged by the selection of the 
right kind of belt lacing pin to join the hooks. 


‘The Clipper LUBRIHIDE pin is the perfect pin to use— made 
of rawhide with BUILT-IN lubrication. 


Those who have made comparative tests will testify that no 
pin has ever been offered to equal rawhide in toughness. All it 
needed was BUILT-IN lubrication. 


LUBRIHIDE Pins wear longer. And frictionless oscillation 
reduces fatigue strains on the hooks. Result — belt joints last longer. 


LUBRIHIDE Pins are now shipped as standard with ALL 
Clipper Belt Hooks. They are also available in packages. We 
suggest that you order a stock today — your customers will appre- 
ciate the better service of Clipper LUBRIHIDE Pins. 


CLIPPER BELT LACER COMPANY 
Grand Rapids, Michigan, U.S. A. 


N 
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great gums! 
Selling Ammunition for the 
Industrial Supply Salesman 





Contractors Offer Rich Market 


to Salesmen 

One of the richest markets open to 
the industrial equipment and supply 
salesman is the contracting business! 
95% of all modern construction ma- 
chines are factory-equipped for 
Alemite Lubrication. And no customer 
you call on is more receptive to the 
“time-saving, money-saving, machine- 
saving” story of Alemite Equipment. 

There isn’t a contractor who doesn’t 
already know about Alemite. Your 
ground-work is laid. The road to profit 
is open! 


Alemite Volume Pump Licks 


Track Roll Lubrication 
Tractor track roll lubrication is an 
important job, and the Alemite Vol- 
ume Pump is specially designed to do 
that job better than any other hand- 
operated equipment. Holds 35 pounds 
of lubricant, and delivers on both up 


and down strokes of the pump, develop- 
ing up to 2,500 pounds pressure per 
square inch. This means doing the job 
twice as fast. 


Patented pressure release saves 
wear and tear on hose, which fastens 
to fitting on top of pump for conveni- 
ence in carrying. Handy foot lever 
steadies pump in use. 














150,000 Tractors Need this 
Modern Lubrication 


Right now there are 150,000 Alemite- 
equipped crawler-type tractors work- 
ing on construction jobs. The replace- 
ment market for these Volume Pumps 


as well as for Alemite Giant Button 
Head Fittings is tremendous—because 
they have to take terrific punishment 
on construction work. 

See how easily the nozzle of the 
Alemite Volume Pump grips the 
Alemite Giant Button Head Fitting, 
cleaning off all dirt and forming a leak- 
proof seal! Such advantages are the 
reasons why leading manufacturers 
of crawler-type tractors have adopted 
this pump as standard equipment! 

There are plenty of contractors in 
your territory who need Alemite Vol- 
ume Pumps right now. 





Plenty of Pressure 


Contractors use a lot of these Model 
1054 Alemite Gat Guns, principally for 
the high pressure lubrication of power 
shovels, graders, mixers, etc. With this 
gun it is easy to develop pressure of 
5,000 pounds per square inch—ample 
pressure to flush out old worn grease 
and force clean lubricant to all bear- 
ing surfaces. 


Alemite Advertising Goes to 
Contractors Every Month 


There are 20,000 contractors, county 
commissioners, and highway engineers 
on Alemite’s mailing list, getting the 
facts about new Alemite Equipment by 
direct mail advertising. And every 
month leading construction § trade 
papers carry big display ads to back 
up your selling! Big construction 
projects are under way everywhere. 
Make them pay you profits! 


NEW! Alemite Hydraulic Reservoir Cup 
Needed by Every Truck Operator! 


Not only contractors, but other truck fleet operators, will 
thank you for telling them about this amazing new Alemite 
Hydraulic Reservoir Cup—the surest, safest way to insure 
correct lubrication of such close-fitting bearings as spring 
shackles, steering knuckles, king pins, ete. By storing a 
quantity of lubricant and feeding it to the bearing under 
spring pressure, as needed, this cup furnishes real protection. 


Filled at Regular Lubrication Time 
When the bearing receives its regular lubrication, lubri- 
cant is applied through the Alemite Hydraulic Fitting on 
the side of the cup. Forced two ways, it goes directly into 


Actual 


the cup, compressing the spring (Fig. 2), and into the bear- 


Size ing (Fig. 3). Then, as lubricant is used by the close-fitting 


Model 
1740 


bearing the supply is renewed by the steady, continuous 
pressure of the spring. 
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ALEMITE — A Division of Stewart-Warner Corporation, 1886 Diversey Perkwey, Chicago, Illinois 
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@ The salesmen of Mill Supply 
Houses which handle “Greenfield” 
small tools have the most “brightest 
moments,” and the fewest “darkest” 
ones because for over 50 years 
“Greenfield” tools have been consist- 
ently and _persist- 
ently advertised. 
Everybody knows 


SCREW PLATES 
“Greenfield.” TOOLS 
REAMERS 


GREENFIELD TAP & DIE CORPORATION 
GREENFIELD, MASSACHUSETTS 


Detroit Plant: 2102 West Fort St. Warehouses in New York and Chicago. 
In Canada: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ont. 
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. . Much 


of Dodge equipment from 
Dodge-Tim- 


Bearings 
Special Duty Flanged 


up-to-the-minute 

. The plant is 

to Oneida Steel 

Pulleys are in constant serv- 
both safety and 

. Dodge transmis- 


uses 
entirely Dodge-equipped and 
contains installations that are 
uniquely adapted to accom- 
this plant are operating un- 
der conditions that make this 
installation outstanding 
among anti-friction bearing 
Bearings on auxiliary vertical 
pumps handle sulphuric acid 
On the bearings for- 
merly used, gas fumes quickly 
ate away the seals and cor- 
roded the bearings making 
it necessary to replace them. 
This company erected a new 
fuel storage house which em- 
economy in fuel handling and 
sion equipment is a prominent 


part of this installation. 


MANUFACTURER 


POTTERY 

and 

equipment . . 
plish the purpose . 
bearings 
CHEMICAL 
COMPANY... 
Dodge-Timken 
applications . . . 
ken 

| ae 
phasizes 

storage. . 
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No, it's not encrusted with rubies. Nor is it made of platinum. 
Just an ordinary pencil—but placed in the hands of Yale 
engineers it has created the advances that save industry 
millions of dollars yearly... AND GIVE EXTRA PROFITS 
TO YALE DISTRIBUTORS! 


Always first, Yale engineers originate what others copy—and every feature that comes 
from their fertile brains is just another potent sales weapon for you. Use them 


effectively—and you're bound to get your share of orders placed! 


Get off to a good start with your very next prospect. Point out the advantages of 
the Steel Safety Hook and the Specially Constructed Steel Load Chain—two 


EXCLUSIVE features that no competitive hoist can offer. But these are only two 


amongst many. There are lots of others—all fully described in your new Yale Chain 
Hoist Catalog. 


Just for the fun of it—try checking over the catalog before going on a call. Ie'll 
only take a few minutes—and you'll be amazed at the number of sales it will help 


you close. 


YALE MARKED IS YALE MADE 





t 
THE YALE & TOWNE MFG. CO. 


PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S. A. 
IN CANADA: ST. CATHARINES, ONT. 
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A “LOAD” on the MANUFACTURER 


ffective sales promotion is one of the ery- 


ing needs of the mill supply industry. Con- 
sequently, industrial shows staged by indi- 


vidual distributors, and participation in other 
well conducted exhibits 
ment. 

The manufacturer generally is glad to 
cooperate with his distributors in such activi- 
ties. They give him the opportunity to meet 
plant men whom he might never know other- 
wise—and many of these men in a very few 
days. He frequently makes sales of 
quence “‘right on the ground’’—and generally 
promotes the sale of his products under ideal 
circumstances, 

To participate in a distributor’s exhibit the 
manufacturer must spend money for trans- 
porting and setting up his display and for the 
expenses of the man or men he keeps on the 
job there. 
do this 


deserve encourage- 


conse- 


Most manufacturers are willing to 
When the occasion warrants. Some 
even offer prizes and give souvenirs at their 
booths. 

But there are manufacturers who draw the 
line when it comes to paying for space, donat- 
ing to a prize list or otherwise contributing to 
the general expenses of the show, as they are 
sometimes asked to do. Others do it but are 
not happy about it. 

It must not be assumed from the foregoing 
that all distributors staging or participating in 
shows ask ‘‘something extra’’ from the manu- 
facturer. At some individual shows, the dis- 
tributor asks the manufacturer only to furnish 
the display and a man to preside over it. 

Nor is it a general practice to ask manu- 
facturers to share the space cost at ‘‘Informa’’ 
shows or similar exhibits. One distributor 
asks the manufacturer to pay for space only 
when the latter wants 
distributor can give him. Another differ- 
entiates between local and national shows— 
exacts space charges from the manufacturer in 
the latter, not in the former. <A third will not 
“‘subsidize’’ his manufacturers, invites them to 


more space than the 


MILL SUPPLIES 


If they 
But no pressure. 


participate by furnishing a display. 
want to provide a man, fine. 

A somewhat different problem arises where 
a distributor takes a ‘ at one of these 
shows and each manufacturer has a booth to 
himself. The total space rate runs high for 
the distributor here. Perhaps there is justifi- 
cation for asking the manufacturer’s 
ance in paying for it. 

But, by and large, it is only reasonable for 
the distributor to consider long and seriously 
before asking the manufacturer to “‘put up”’ 
more than is required to set-up his own dis- 
play and provide a man for it. True, the 
amount asked in any individual case is not 
large, but this request is only one of many 
received by the manufacturer during the year, 
as witness the fact that one producer recently 
had displays running concurrently at three 
shows in different parts of the country, at an 
estimated transportation and = mantime-expense 
cost of $200 each, 


section’’ 


assist - 


As we have stated, sales are frequently made 
by manufacturers at these shows and valuable 
leads are developed. But, unless something is 
wrong, these sales are credited to the distribu- 
tor and he makes his profit on them. And the 
leads, if productive, bring business to the dlis- 
tributor organization. 

If the manufacturer does not grant a decent 
margin of profit, or if his policy generally is not 
eood, the distributor need not feel squeamish 
about his requests. But where the manufacturer 
provides a good product, allows an attractive 
profit and renders effective sales and advertis- 
ing assistance willingly, the distributor should 
hesitate about asking for special favors—not 
only in connection with exhibits, but other pro- 
motional activities he sponsors as well. 

Every such places the distributor 
under a definite obligation. 
willing to add 
present 


request 
The question is, 
obligation 
your) manu- 


such an 
with 


are you 
to your relations 


facturers ? 
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THE REPUBLIC 
5-POINT POLICY 


line of rubber items sufficiently 
omplete to permit effectively sup- 
blying the requirements of the 
trade solicited. 

*« 


quality of product uniformly 
yood and capable of delivering 
rvice results that should reason- 
nbly be expected. 


x 


price basis inducing and mak- 
ng possible aggressive competi- 
ion with reasonable profit return. 


* 


reedom from competition from his 
ource of supply, either direct or 
ndirect, among the trade covered 
by his day to day solicitations. 


x 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
ialized training and a knowledge 
of the product sold. 


- 










































e Just as a camera lens is brought to 






focus on the object to be photographed, so 
is the Republic 5-Point Policy sharply con- 









centrated on the building of distributors’ 
sales. In our contacts with buyers, in our 
advertising and correspondence, in every 
avenue of our activities, one dominant 
idea prevails—'’full support to the distri- 
butor.” 


This policy has always embraced an 
extensive program to help distributors 
move Republic Mechanical Rubber Prod- 
ucts from their warehouses into the chan- 
nels of use. Rapid turnover, good margin 
of profit and a constantly broader accept- 
ance by the market have been the experi- 


ence of distributors with Republic Products. 





Manufacturers of HOSE 


OF LEE RUBBER AND 
a: 
We) 
BELTING e PACKING ~ 


Division TIRE CORPORATION 
MOLDED PRODUCTS LEADERSHIP IN POLICY; PRODUCT AND PERFORMANCE 
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EDITOR IN DISGRACE: No one can better testify to the civie- 
mindedness of the boys in your next convention city than the under- 
signed, who has been receiving the year’s most generous inflow of 
mail ever since the March MILL SUPPLIES displayed a bold head 
which knocked or dropped the important ‘*H’’ out of Pittsburgh. 


WORD COINER: Vance Boyd (Standard-Shannon, Philadelphia) 
refers to his current series of sales meetings as ‘‘super-collossal’’ 

‘*The ‘super’ refers to the quality of the produet,’’ Vance 
explains .. . ** And ‘collossal* is the mistake we make in not selling 
it better.’’ 


FORM OF RESEARCH: When they put Arthur Yorke (Hansen 
& Yorke, N. Y.) on a committee to look into the possibilities of a 
cruise convention in 739, he evidently took the job seriously ‘ 
Arthur and the missus surveyed eruising conditions in the Mediter- 
ranean last month. 


ADD FLORIDA: Last month we merely seratched the surface in 
reporting (or exposing) supply men who ean afford Florida and 
other tropical luxuries despite everything ... Charles Bird (Doer- 
mann-Roehrer, Cineinnati) seleeted Florida for a tonie ... So did 
Bill Teare (Sterling Products) ... Just back from Central America 
is Bill Pedersen (Pedersen Bros. Tool & Supply, Chicago) where he 
vacationed with Mrs. Pedersen and their two sons, Roy and Billie 

. Mr. & Mrs. Rich Lewis (he of Charles C. Lewis, Springfield, 
Mass.) took ten days out to cruise in West Indies waters. 


TIP FOR ’UNTERS: Imagine the amazement of Lloyd Hall (Sprout 
Waldron sales mgr.) on an early morning business drive near his 
native Muney, Pa., having to slam on the brakes to avoid. colliding 
with a fat buek deer crossing the highway ... Imagine his further 
exasperation on having to repeat the process for four more of the 
antlered tribe within the next half hour... And imagine, if you 
can, how he now wins the quick attention of distributors he calls 
on who have a soft spot for good hunting! 


LLOYD’S PLEASE NOTICE: They say the lowest residential insur- 
ance rate in the U. S. goes to Bob Russell (J. Russell Co., Holyoke) 
who recently bought a house from a man whose wife (they say) had 
a weakness for setting fires and so, to thwart her, built the place of 
super-fireproof construction ... As we understand it a special policy 
was writfen, called the ‘‘Robert Russell Insurance Rate’’ 


CLOSET SKELETONS: We keep turning up all sorts of sports- 
men in our midst .. . Jack Mathe (Parker-Kalon) formerly played 
a good brand of professional baseball . . . ‘‘Bud’’ Hanson (A.A. 
see’y) was a regular in the old Federal League and ran the hurdles 
in the Olympies . . . Paul Heller (Heller Bros., Newark) is the one 
who patented that eushion neck on golf clubs... And there are 
other interesting backgrounds . . . Dick Barr (Reilly Bros. & Raub, 
Lancaster) was a Navy radio operator during the war and sent the 
first commercial message over the ether when the lanes were opened 
up at the cessation of hostilities ... Dick’s son, Dick, Jr., is a short- 
wave addict today. J. J. W. 
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Wanted: Traffic cop for deer 
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Sportsmen in our midst 


1938 15 








Jacob S. Disston, youngest son of the 
founder of Henry Disston & Sons, Inc., 
died February 28 at Belair, Fla. He was 76 


Earl Christopher (left) of Johnson Bronze and D. L. Mateer, Barrett Hardware look 
satisfied with the way things are going at the Barrett Hardware show in Joliet, Ill., 


Right: Lewis M. Parsons is the newly elected 
vice-president in charge of sales and a di- 
rector of Jones & Laughlin, Pittsburgh 





February 24-26 





The Purchasing Agents of Philadelphia viewed industrial products at an Informa 
show March 9 and 10. Jack Mathe and Charles Trott admire the handsome placque 


won by Parker-Kalon for the most educational exhibit 
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Walter Currier greets some of the many 

visitors who swarmed in to see the new 

Chandler & Farquhar quarters in Boston 

during the firm's industrial show Febru- 
ary 22-24 


e 


HIGHLIGHTS 
This Month— 


Convention program plans begin 
to take definite shape and the 1938 
gathering is assured of drawing a 
near-record attendance. (See oppo- 
site page.) 


Industrial buyers learn about dis- 
tributor service at shows held by 
Knapp Supply, Muncie, _Ind.; 
Chandler & Farquhar, Boston; and 
Barrett Hardware, Joliet, Ill._—also 
at Informa shows in Indianapolis 
and Philadelphia. 


An all-time high for sales of fin- 
ished steel products through ware- 
houses was announced as the 1937 
achievement by distributors, accord- 
ing to the American Steel Ware- 
house Association. (See sto:y, page 
42). 

















A PROGRAM geared to the times 
is promised for the distribu- 
tion industry when its three asso- 
ciations gather at Hotel William 
Penn in Pittsburgh next month for 
the 33rd annual Triple Mill Supply 
Convention. 

As we went to press, secretaries 
of the three associations were meet- 
ing in Washington, D. C., to whip 
the program into its final form. 

In all preliminary planning an 
effort was made to arrange a pro- 
gram that would help the delegates 
to utilize their time advantageously 
and get the greatest possible bene- 
fit from their annual visit with 
their brother supply men and 
friends on the manufacturing side. 

There will be two full sessions, 
instead of one as formerly, for the 
discussion of problems of direct 
interest to all who attend the con- 
vention. The usual dinner dance 
will be replaced by an informal 
banquet. 

Another innovation will see sep- 
arate meetings of the three associ- 
ations held in the morning instead 
of in the afternoon as heretofore. 

Tuesday afternoon has been set 


aside for a joint meeting of all 


associations. A feature of this ses- 
sion will be the report of the joint 
committees on manufacturer-dis- 
tributor relations. Upon adjourn- 





FLASH! 


Washington—Association sec- 
retaries name these featured 
convention speakers: Benjamin 
Fairless, President, U. S. Steel 
Corp., and Col. Willard T. 
Chevalier, Vice-President, Mc- 
Graw-Hill Publishing Co., au- 
thority on construction market. 


(Photos and additional details, 
Page 100) 











ment of the three separate morning 
meetings on Wednesday, there will 
be a joint luncheon. 

An on-the-scene convention com- 
mittee composed of industry mem- 
bers living in Pittsburgh is mapping 
out an interesting program of ac- 
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tivity for those who attend the 
convention. Wm. T. Todd, Jr., Som- 
ers, Fitler & Todd, is chairman of 
this committee. Other members 
are Theo F. Smith, Oliver Iron & 
Steel Corp.; R. J. Nelson, McKay 
Co.; G. C. Congdon, Jones & Laugh- 
lin; Walton L. Schaeffer, National 
Tube Co.; R. K. Hanson, secretary 
of the American Association; Wm. 
Patterson, Frick-Reid Supply Corp.; 
George Cherrington, Standard-Ma- 
chinists Supply Co.; Sherman Par- 
ker, Pittsburgh Gage & Supply Co.; 
C. T. Haller, Colonial Supply. 

Arrangements for golf at the 
Pittsburgh Field Club on Monday 
afternoon have been made. In ad- 
dition, groups of delegates will be 
taken on several trips to various 
interesting industrial plants in the 
Pittsburgh district, and an inspec- 
tion of a coal mine in operation is 
also planned. 

The William Penn Hotel has co- 
operated to place all official activity 
of the convention on one floor, the 
17th, so that delegates will find it 
convenient to attend meetings and 
time will be economized in moving 
from place to place. 





| Seon PULLMAN, largest rail- 
way-car builder in the world, 
all the way down to the smallest 
shop, the makers of rolling stock for 
the railways are comparatively 
large buyers of supplies. Every 
plant includes machine shop, forge 
shop, pipe shop, welding shop, 
fabricating shop, erection shop, 
paint shop, pattern shop, and 
so on, as well as the usual main- 
tenance departments, safety depart- 
ment, including electricians, mill 
wrights and engineers. They, as 
well as the railroads, have trackage 
sanding and roadbed to maintain, and like 
niliat , armospher” ‘Chicago the usual building, they need jani- 
ed in 4 - still winte! tor’s equipment, too. 
 Zehme snap PS arch a In the large car shop, of course, 
HapP> the rails there is an engineering department 
betwee and purchasing department which 
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Streamliners are the newest thing these days 


7 | assailed 


. but the men who make them need the same old supplies, only more of them 
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handle the eventual buying, but in 
the small shop the general super- 
intendent or plant manager and 
the master mechanic do most of the 
buying, the only man remotely re- 
sembling a purchasing agent being 
the storekeeper or head clerk. In 
those plants, and usually in the big 
ones, too, the operating executives 
know exactly what they want in 
major supplies, and often specify 
not only type of equipment but 
brand name. They accept “just as 
good” brands only when they have 
known the distributor long enough 
to trust his word. Usually, specifi- 
cations of the rolling stock they 
manufacture are laid down so rig- 
idly by the car purchaser that there 
is no choice, so that variations are 
permissible only in supplies which 


By E.G. ’’HAPPY’’ ZEHME 


the production departments use. And 
that’s the production man’s de- 
cision—he resents any interference 
by the engineering department. So, 
to sell the car shops, sell the pro- 
duction men—the foremen, the 
superintendents, the general super- 
intendent, and most of all the mas- 
ter mechanic (by whatever title he 
may be called). You'll find that 
usually his O.K, is necessary on any 
supply or equipment requisition be- 
fore it becomes a purchase order. 

So much for that—now to de- 
partments and their needs. The 
machine shop in a car shop is 
usually a combination production 
and maintenance department. For 
production, there are tool stecl, 
emery cloth, drills, reamers, taps, 
dies (including replacement dies for 


Great Lakes Supply Corporation 
R 


bo!t-threading machines), toolhold- 
ers and bits for lathe, planer and 
shapcr, milling cutters, chucks, 
wrenches, center punches, cold chis- 
els, cape chisels, half-round chisels, 
tapered keys, cold-rolled _ steel 
(square, flat and round) from 3 to 
2 inches in diameter, files, C-clamps, 
parallels, vises, and the other mis- 
cellaneous machinist equipment: 
The maintenance end uses the same 
tools, but in smaller volume, adding 
a welding set or two, cutting torch, 
air hose, pneumatic or 
portable tools, and so on. 

Small tools and = supplies are 
usually kept in the tool room or tool 
crib, which also often has charge 
of the air tools, electric tools, pneu- 
matic hammers, welding and cut- 
ting equipment, and so forth used 


electric 


RAILROAD CAR SHOPS 


Steam locomotives include many heavy castings meaning tool holders, tool bits, grinding wheels and other supplies 
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Maintenance and repair are just as important as new production in 


these shops. 


Here a welder is busy replacing a broken tooth on a 


worn machine gear 


by the erection shop. Thus it will 
use an appreciable number of re- 
placement parts for riveting and 
chipping hammers, air motors, cut- 
ting and welding sets, rivet “bust- 
ers” (for cutting off rivet heads) 
and the other production tools, as 
well as hose fittings, grinding 
wheels, car reamers, drills, special 
lubricants, hose, marking punches, 
chisels, etc. In larger plants, the 
tool room becomes two separate 
departments, one supplying and 
maintaining the tools used by fabri- 
cation, erection, painting and clean- 
ing departments, while the other 
becomes the “tool crib” of the reg- 
ular metal-working shop, supplying 
only fine tools to machining depart- 
ments. 

In every machine shop, there are 
of course machinists and appren- 
tices, and these aristocrats of the 
shop must each have a larger kit of 
tools than his neighbor. Every one 
is a good prospect for more tools 
whenever he has the wherewithal. 
Some companies purchase tools for 
resale to their machinists, giving 
the men the advantage of the dis- 
count for quantity purchases. This 
may also include a_ time-pay- 
ment basis, with or without 
payroll deductions. Most organiza- 
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tions are willing to set a given time 
once a month or so during which 
you can see the machinists, show- 
ing them any new tools, etc. In 
any case, the company will permit 
you to see them during lunch hour. 

Somewhat similar in its com- 
bined functioning is the forge shop, 





including steam, Bradley and drop 
hammers, forging machines and 
bulldozers, rolls and presses for pro- 
duction jobs, and our old friend 
the blacksmith, who may be work- 
ing on a production job one minute 
and on a maintenance job the next. 
Forge shops are synonymous with 
hot metal—so every workman there 
needs gloves and leather apron, 
while the company supplies tongs 
in full variety, as well as refrac- 
tories and burner parts for the 
furnaces, hoists, and the full set 
of anvil and handled tools the old- 
time blacksmith uses. He has 
hardies, fullers, cut-offs, backing- 
out punches (B&O’s), sledges of 
several weights, hand hammers, and 
so forth, as well as his old anvil, 
and tuyeres and blast box for his 
forge. He’ll also need quenching oil, 
emery cloth or boards (for drawing 
temper colors), and lime (for an- 
nealing). Also in this department 
there will usually be several grind- 
ing wheels for cleaning up forgings, 
maybe a friction saw or two and a 
couple of portable forges. 

So to the pipe shop, which is par- 
ticularly large if the company 
makes tank cars or passenger cars. 
In addition to a tremendous amount 
of pipe, this department needs cut- 
ting compounds, lubricants, re- 
placement threading dies and cut- 
off tool bits, pipe wrenches, pipe 
cutters, pipe reamers, die stocks, 
and other threading tools. Pipe 
vises, too. (Continued on page 99) 





Tool cribs and tool rooms must be ready for any need. Consequently, 
they have, or should have, large stocks of tools and supplies for any 
metal- or wood-working job 
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Boston and Joliet buyers impressed 


at recent industrial exhibits 


CHANDLER & FARQUHAR in 
Boston on February 22-24 staged 
an industrial show of marked sig- 
nificance. The exhibit introduced 
to its visitors a new idea in the 
display of industrial products: 
permanent booths in which manu- 
facturers will display their wares 
the year-round. (See photo 
Page 16). 

On Washington’s Birthday C&F 
put their best foot forward to 
greet visitors in the spacious new 
building they recently bought on 
Commonwealth Avenue. Because 
the holiday is traditionally open 
house for all merchants in that 
district, the distributors were host 
to 8,000 the first day. Next two 
days naturally saw attendance 
down from this figure, but the per- 
centage of interested industrial 
buying factors went up percep- 
tibly. Not only did the show pro- 
vide an appreciable stimulus to 
the firm’s business on all lines, 
but it pretty well publicized the 
organization throughout Boston. 

















Charley Trott, Parker-Kalon 
sales chief, and Jack Mathe, 
(P-K) do a selling job on a 


Chandler-Farquhar visitor 


BARRETT HARDWARE CO. 
opened its new industrial division 
home in Joliet, Ill., with a success- 
ful show staged February 24-26. 
A section of the roomy, high-ceil- 
inged main warehouse provided 
spacious quarters for the effective 
exhibits presented by 50 manufac- 
turers. Approximately 2,000 per- 
sons connected with plants and 
shops in the Joliet territory visited 
the show and buying response was 
directly traced to the interest they 
showed. 

Evening before the show, Bar- 
rett gave a dinner for manufac- 
turers’ representatives and Bar- 
rett salesmen, where instructions 
on procedure were issued. The 
Chicago Mill Supply Club held its 
regular luncheon meeting at the 
Woodruff hotel, Joliet, first day 
of the show and attended the ex- 
hibit afterward. “Kelly’s Kitchen,” 
presided over by Barrett’s John 
Kelly, supplied luncheon for 
visitors. Attendance prizes helped 
keep up interest. 


Boston show 








Frank Shurts, American Swiss 
File, wins the attention of 
some industrial students at the 















































R. J. Arehart, right, Yale & Towne, talks 
chain hoists to Clarence McQueeney, 


Western United Gas © Electric, at Joliet 


Marsh Husebry onlooker, and Walter 
Ewertsen, both of Skilsaw, hold the keen 
interest of a Barrett show visitor 
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At the Barrett show, Ed Recker, Toledo 
Pipe, puts on a demonstration while H. 
R. Strouse, also of Toledo, looks on 
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Skilsaw at Boston too: Left is 
Walter Hucksam (C & F). L. A 
Brett, Vulcan Electric, in center, 
and H. W. Scholl, Skilsaw, at 
right 





Salesman Vincent Adams and the installation he sold for Jeffersontown, 


Unplying the 


P U M P 


By M.H. YOUNG 
Vice-President and Sales Manager 
Neill-La Vielle Supply Co., Inc., Louisville, K 


Neill-La Vielle Salesmen know pumps and the needs 
of pump users... . That's why they're piling up big 
sales records for the company and fat commissions 


for themselves 
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Ky., municipal water system 


right into our sales “scheme of 
things.” Ours is a sales organiza- 
tion, with a large, well balanced 
stock to back up our efforts. “What 
do you need today?” is an approach 
as much out of date with us as hoop 
skirts are with my lady fair. When 
Neill-La Vielle salesmen make calls, 
they have something very definite 
to talk about—one good product or 
another that the customer or pros- 
pect should be able to use in his 
business—to his own advantage. 
Approximately eighteen lines pro- 
vide us with our sales ammunition. 
We carry many, many more lines, 
but these eighteen have been se- 
lected for concentrated sales effort 
because they are exceptionally good 
lines, made by manufacturers who 
cooperate with us—lines which have 
abundant markets in our trade ter- 
ritory and provide us with worth- 
while margins of profit. 
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Naturally, then, centrifugal 
pumps are among the select dozen 
and a half. The line we handle 
is of unquestioned quality. The 
manufacturer plays ball with us. 
Each sale really amounts to some- 
thing. The profits are good, and, 
as for possible markets, well, there 
isn’t a man on our sales staff who 
can’t find them almost everywhere 
he goes. 

Municipalities provide a markct 
for centrifugal pumps, as witness 
the installation we sold for the 
water system of Jeffersontown, 
Kentucky. This pump has a capac- 
ity of 300 gallons per minute and 
a 285-ft. head. An automatic con- 
trol, governed by tank water level, 
starts and stops the pump. An 
auxiliary pump provides for emer- 
gencies. A leather manufacturer 
uses our pumps to handle liquor 
employed in the tanning of leather. 
Refineries employ them for hand- 
ling crude oil and other petroleum 
products. Centrifugal pumps, stain- 
less steel fitted, for handling milk 
find a market in the dairies. Even 
in electrical work there is a use 
for our small pumps for circulating 
oil in transformers. 

We have no specialists or engi- 
neers selling centrifugal pumps in 
our sales organization. All of our 
men sell them. True, some take to 
pumps more than others. That is to 
be expected. Every salesman leans 


to certain lines he likes to sell. 








However, we find specialists or engi- 
neers unnecessary for selling cen- 
trifugal pumps. Naturally, there are 
instances where we check with the 
manufacturer on the recommenda- 
tions we are making, and now and 
then a case develops on which we 
ask the manufacturer’s territorial 
representative to work with us, 
which he is always glad to do. 


Selling By Manual 


But, by and large, our men are 
able to make the right recommen- 
dations by simply referring to a 
very handy manual which our man- 
ufacturer has provided us. Knowing 
the nature of the liquid to be 
handled and the amount to be moved 
in a given time, as well as other 
conditions to be considered, it is 
usually a fairly simple matter to 
refer to the manual and locate the 
correct pump for the operation. 

Of course, our men have learned 
a great deal about pumps through 
meetings conducted by the manu- 
facturer’s representative, through 
calls made with him and through 
studying literature provided by the 
manufacturer. They really study 
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this literature, too, for they know 
that at any one of our sales meet- 
ings, they may be asked a question 
about our centrifugal pumps, and 
they want to have the answer. 
Nevertheless, observation and ex- 
perience are the best teachers for 
supply salesmen whether it be with 
respect to selling centrifugal pumps 
or any others of our leading lines. 
We found in the beginning that 
after any one of our salesmen sold 
his first centrifugal pump installa- 
tion, he immediately followed it 
with four or five more sales. His 
first success gave him confidence 
and inspired him to further en- 
thusiastie effort. Furthermore, 
every time he sells a centrifugal 
pump now, he learns something 
more about these pumps and what 
they will do, and this cumulative 
knowledge leads him steadily to- 
ward a point where he will become 
something of an authority on them. 
We have one iron-clad rule re- 
lating to the sale of centrifugal 
pumps. Our salesmen are instructed 
to let every customer who might 
have use for centrifugal pumps 


(Continued on page 102) 


The author, M. H. Young (left) 
vice-president and sales manager of 
Neill-LaVielle, with Fred Pfeiffer 
(center), president, and J. L. Pratt, 
treasurer 





Neill-LaVielle men are 


deeply interested in the sale of cen 
trifugal pumps. Standing, left to right 

Norton L. Pfeiffer, George H. Pfeiffer, 
M. H. 
Pfeiffer, Jr. Seated—John L. Pratt (left), 
and Fred Pfeiffer. Messrs. Fred Pfeiffer, 
Sr., Young and Pratt are company execu: 
and salesmen. Norton and George 
Pfeiffer and Vincent Adams are Louisville 
city salesmen, while Fred Pfeiffer, Jr. is 
purchasing agent and telephone salesman 


Young, Vincent Adams, Fred 








COUNTER 








You DON’T HAVE to pound 
the counter for service when 
you walk into Maddock and Com- 
pany, in downtown Philadelphia, for 
sales conscious counter clerks stand 
ready to give you prompt helpful 
service upon reaching the counter. 

These counter punchers, who 
know the supply business thorough- 
ly, are responsible in a great meas- 
ure for the large store business 
the Maddock organization is doing 
these days. There is nothing hap- 
hazard about store operation. Sys- 
tem lies in back of all that charac- 
terizes Maddock’s outstanding 
counter service. The firm found 
out that with fast, friendly efficient 
service, it was an easy matter to 
build repeat orders and gain new 
accounts. 

The first requisite for A-1 coun- 
ter service is properly trained men. 
All new men start at the bottom in 
the Maddock organization. The firm 
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A crew of inside salesmen who can drive hard 
for business and render courteous, intelligent 
service to boot—that’s the prideful asset of 


Maddock & Company in Philadelphia 
By MILTON K. CUMMING. JR. 


Assistant Editor 


Yan > 


prefers high school graduates about 
eighteen or nineteen years old and 
looks for the ambitious type who 
are of good character and seem 
to have the necessary requisites for 
a successful future. The boy’s home 
life is looked into and if the in- 
formation provided on his employ- 
ment application is found satisfac- 
tory he is taken into the fold. Mad- 
dock wants men who will stick with 
the organization. The firm makes 
sure each young man employed is 
the type needed so he can be trained 
to properly handle any counter- 
customer that comes his way. 


Tough Beginning 


At first the new man gets an 
introduction to all the countless odd 
and sometimes dirty jobs that are 
always necessary in the supply 
business. Gradually the tenderfoot 
becomes familiar with the thousand- 
and-one items stocked. 
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The next step up from general 
handyman is errand boy in which 
position he becomes accustomed to 
customer trade, learns more about 
the faster moving items and con- 
tinues to cut his own particular 
path of knowledge through the in- 
dustrial supply field. After this, 
our coming counter clerk is pressed 
into service during busy hours 
at the counter and eventually has 
achieved the required amount of 
experience to don the clean white 
jacket of Maddock’s counter men. 

Set off from the main counter is 
the dealer counter. Here the less 
experienced counter men serve in 
order to familiarize themselves with 
the various items stocked and their 
location, so that when they move up 
to the main customers’ counter they 
have sufficient ground work to han- 
dle any customer. When orders are 
telephoned in for pick-up by a dealer 
they are received at any one of 
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three phones at the dealer counter. but came for advice and a solu- 
The order is immediately made up, tion to their particular industrial 
the dealer billed and his packaged problem. Here sales definitely de- 


order placed in the proper bin next pend on the knowledge of the man 
to the counter. There are fourteen behind the counter and his initia- 
bins, each numbered. When the tive. 

dealer’s pick-up man calls, the items It’s right at this point that the 
ordered are ready to go. whole future of dealings with that 


particular customer are deter- 


Know Product Application mined. If you can help him, suggest 


A thorough knowledge not only the item he needs and sell it to him, 
of supplies and equipment carried it is sure to bring him back the 
in stock but their use is most im- next time he needs something or has 
portant to Maddock counter men another problem that requires a bit 
because a large majority of the of solving. 
store business hinges on the ability Earl E. Fluke, store manager, 
of the clerk to point out the actual heads the versatile counter staff and 
needs of the customer and to rec- keeps thing running smoothly. Mr. 
ommend the proper piece of equip- Fluke has found that by staggering 
ment or supply item needed. The lunch hours, service is not impaired 
counter salesman must be the doctor in the least. Not more than two or 
to prescribe the right tool. A check- three men go to lunch at the same 
up of the store customers revealed time, the first pair leave at 11:30, 
that over 50 per cent of them did the last at 2:30. If the day is unus- 
not know exactly what they wanted ually heavy, some of the men take 
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1. Earl Fluke, store manager, can be 
busy on a telephone at his desk and 
at the same time keep an eye on 
counter customers and see that they 
are properly serviced. 2. This inter- 
esting display of tools and equipment 
does much to sell the store customer. 
3. Sales conscious counter punchers 
(left to right) F. Wittenberg, George 
Morad, L. Simmons, store manager 
Earl Fluke, W. Powell, John Tripple 
and J. Stephan. 4. Ready on the fir- 
ing line are these sales shooting 
counter clerks as they handle custom- 
ers in the usual efficient and helpful 
manner. 5. Learning the supply busi- 
ness from the bottom up is John 
Tripple, errand boy 





but half an hour and in return are 
allowed to go home a _ half-hour 
earlier. 

A customer upon entering the 
store knows exactly how long he 
will have to wait if the place is 
crowded. Here’s how that is done. 
Above the counter is a name board 
listing the counter clerks on duty. 
If any are out, their names are 
covered. Now when a customer sees 
eight or ten other men ahead of 
him and then glances up at the 
name board and sees the number 
of clerks on duty he realizes that 
he hag just a short wait until he is 
taken care of. Without this means 
of letting the customer know there 
are enough clerks to properly handle 
the trade, the prospective customer 
would be tempted to leave and find 
a store less crowded at that par- 
ticular time. 

Traffic is heavy all day around the 

(Continued on Page 98) 
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It’s an old saw but a true one that no saw cuts 


better than its dullest tooth. Here are hints on 


hacksaws that will put teeth in your sales story 


NE OF industry’s most use- 

ful and least recognized tools 
is the old dependable hacksaw, 
whether propelled by power or just 
by some mechanic’s strong right 
arm. Some of these times, start 
your sales talk by asking a pros- 
pect either of these two questions: 
“Are your hacksaw blades costing 
you too much?” or “Are you having 
any trouble with hacksaw blades?” 
If your prospect is having trouble, 
he’ll certainly tell you about it in a 
hurry—and if you can apply a few 
simple principles, you’ll have a con- 
vert to your blades. 


The Way of All Blades 


Saw blades most commonly fail 
in one of three ways—they get dull 
too quickly, they break, or the 
teeth tear out too easily. Dulling 
usually indicates either that the 
saw material or temper isn’t hard 
enough for the particular job being 
sawed, or that the feed isn’t heavy 
enough. Or perhaps the blade isn’t 
held tightly in the frame—that 
causes rapid wear and crooked 
cutting. 

If the blades break, feed is too 
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By E.]. TANGERMAN 


Technical Editor 


heavy, the material is not properly 
clamped, feed is too fast, or the 
blade is held too tightly in the 
frame. Correction of these condi- 
tions will take care of simple cases 
—more involved ones require un- 
breakable or flexible-backed blades. 
If teeth are forever tearing out, 
the usual cause is too coarse a 
blade for the material and section 
being sawed. Fine-tooth saws will 
cut even sheet metal, tubing and 
BX conduit. Another cause is start- 
ing a cut with full feed or pres- 
sure on a thin edge or upstanding 
corner. Still another is too coarse 
a tooth in very thin material. These 
causes all presuppose a good me- 
chanic—the best thing to do with 
a dub is to buy him the cheapest 
possible blades. 

Those are the fundamentals of 
correcting trouble, but let’s pause 
a moment and see what materials 
are used for hacksaw blades, what 
types and sizes are available, and 
how blades should be treated to 
give maximum service. 

There are four common blade 
materials, ordinary carbon steel, 
tungsten alloy (containing 1.5% 
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tungsten) for ordinary work, 
tungsten - high - speed-steel (189% 
tungsten, 4% chromium, 1°. vana- 
dium) which can be run at higher 
speeds, and molybdenum-high-speec- 
steel, which operates at the sam? 
speeds at the preceding type but is 
much tougher, resisting breaking 
under strains and twisting. Any 
of these may be produced in twe 
tempers, one very flexible, the other 
very hard. There are also special 
blades for cutting very thin metal, 
unbreakable blades, and such spe- 
cialized blades as those with very 
hard teeth fastened to a flexible 
back. A checkup of the catalogs 
and leaflets of the manufacturer 
you represent will show you what’s 
available. 


Common Dimensions 


But material is only the first 
factor in selecting a blade for a 
job. The next one is tooth pitech— 
the number of teeth per inch. Hand 
hacksaw blades usually have from 
14 to 32 teeth per inch, power saw 
blades 4 to 14. Here are common 
hand and power hacksaw dimen- 
sions, standardized by the industry: 


















HAND 





Table I—Recommended Teeth and Speeds 
for Hand Blades 


Tungsten Steel 



























BLADE BLADE _ BLADE NUMBER 3 12 5/8 0.032 14-18 
LENGTH WIDTH THICKNESS OF TEETH ; Teeth Strokes 12 3/4 0.032 14-18 
anes cael alt Material to be cut perin. per min. 12 3/4 0.049 10-14 
High-speed steel Aluminum........... 14 60 12 1 0.049 10-14 
wae ” Brass.......... 14 60 14 3/4 0.032 14 
10 9/16 0.025 18-24-32 * : 9 : 14 3/4 0.049 10-14 
10 5/8 0 032 Brass oe eer 24 60 ‘ : 
3/ -032 18 Bronze... 14 60 14 1} 0.049 10-14 
12 9/16 0.025  14-18-24-32 yy ul 60 14 1} 0.065 10 
12 3/8 0.032 18 Drill Rod No 30 d 7 1} 0.049 10-14 
eae ri s No. 30 an as , 17 1} 0.065 10 
Molybdenum steel I ie ia as rs 32 60 18 1} 0.065 10 
10 1/2 0.025 18-24-32 Drill Rods No. 30 to } . : 2 1} 0.065 10 
12 1/2 0.025  14-18-24-32 ee rs 60 2 1} 0.065 10 
Drill Rod over } in... 18 10 
Tungsten steel *Flush Pipe.. . ee 60 Blade length is of course a mat- 
8 7/16 0.025 8-24-32 Heavy Angles........ 14 60 ter of how wide a piece is to be cut 
0 2 25 -18-24-32 *Heavy BX. . 24 60 and of the capacity of the machine. 
1 1/2 0.025 14-18-24-32 I : 
12 1/2 0.025 14-18-24-32 High- Carbon Steel The blade should be long enough to 
12 9/16 0.025 14-18-24 in. and under. . . .. a 60 insure a good, long stroke. Blade 
; comin High- -Carbon Steel over : width and thickness are governed by 
: POWER Say Ha Oe = work done. The thicker the blade the 
’ High-Speed Steels 18 40 e nes 
| BLADE BLADE BLADE NUMBER *Iron Pipe 4 60 greater the material wasted in the 
LENGTH, WIDTH, THICKNESS, OF TEETH *Li laa a6 : cut and the greater the power re- 
“ : : ‘ apa ight BX 32 60 . 
IN. IN. IN. PER IN. “Light Tubing. . 39 60 quired to force the blade through the 
i Light Angle Steel. 18 60 cut. ; ; 
High-speed and Molybdenum steel Machinery Steel } in. For straight, accurate and fast 
12 1 0.049 14 and under. 24 60 cutting, teeth must be correctly and 
9 “065 Machinery Steel } to 1 accurately shaped and set. There are 
12 1 0.065 we 14 : 2 
14 l 0.049 in....... beeeeee . 4B 60 two common hacksaw tooth sets (Fig. 
14 l 0.065 6 10 14 Machinery Steel 1 in. 1) “raker,” in which one tooth goes 
14 i 0.065 46-10 and up........ l4 60 left, the next is centered (to rake or 
; oa . - *Metal Conduit. . . 24 60 clean the cut), the next bent right 
‘ H . y * . On . ’ a“. 
17 1! 0 065 ves - sheet Metal. .. . . 32 = the next centered, etc.; and “group 
> ‘ a Small Solid Sections... 18 60 : ee 
18 l 0.065 10 : set, in which the tooth edges form a 
: wo : Soft Steel. . ae 14 60 : 
18 1} 0.065 4-6-10 ‘Steel Rails 4 60 wavy line. 
18 1} 0.072 —_— itw“_<_ The number of teeth per inch 
= : a : M nn *Coarser pitches may be used on thin (pitch) of the blade also should vary 
34 i 0 065 610 sections by using special thin-cutting with the material being cut. Proper 
24 : 0.072 4-6 pis pitches are as follows: 
FIG.2 FIG.3 
CORRECT INCORRECT 
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| oaeniiend 14 Teeth per inch 
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For softer metals 
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Large sections 




















. Plenty of chip Fine teeth. No chip 
" clearance clearance Teeth clogged 
¥ 
: Leeeovrneneere Lonnnrnnnrned 
FEEL 18 Teeth per inch fF 
3 "4a taVarava a For too! steel, 
high carbon and 
es high- speed steel 
y FIG.4 
Plenty of chip Fine teeth. No chip 

e clearance clearance. Teeth clogged 
Ss 

: : 7 24 Teeth per inch 
r : 
3 For anale iron, 

brass, Copper; “> 
Iron pipe, etc 
WRONG WRONG 
Two teeth and more auras teeth straddles work WR 
it FIG.1 on section stripping teeth _— 
" 32 Teeth per inch 
" For conduit and 
n other thin tubing 
+ k 
- sheet meta! work RIGHT 
RIGHT RIGHT 
n Two or more teeth Course pitch 
1- on section straddles work 
Fig. I—Tooth edges, showing “raker’’ set at left, “group” set at right. Fig. 2—Right and wrong uses of saws of 





vdrious pitches. 


Fig. 













3—How to hold work in a vise. Fig. 4—How to start a cut to insure maximum tooth engagement 





RECOMMENDED TEETH PER INCH FOR 
VARIOUS JOBS 


Hand Blades 

14 teeth—Large work, thick enough 
to avoid tooth-catching at 
edges, steel rails, cold-rolled 
stock, cast iron, soft steel 
(over 1 in. wide), solid 
brass, copper, bronze, hard 
rubber, fibre. 

18 teeth—General use, covers widest 
variety of ordinary work, 
tool, steel, high-speed steel 
(over 4 in.), hard metal, 
light structural shapes, drill 
rod over 3 in., machinery 
steel 4 to 1 in. thick, conduit 
pipe. 

24 teeth—Sheet metal or tubing from 
16 to 20 gauge, thin brass 
or copper, drill rod (No. 30 
to 4 in.), wrought iron, pipe, 


or very light solid stock 
(thinner than 3 in.). 
32 teeth—Very thin-walled tubing, 


pipe, and sheet metal, drill 
rod under No. 30, BX 
conduit. 


Power Blades 
4 teeth—Heavy feed in cutting heavy, 
solid bars of soft stock (only 
on direct-feed, heavy ma- 
chine where metal can be 
removed rapidly). 

6 teeth— Machine steel, bronze, brass, 
tool steel, and large sec- 
tions of other metals. 





A push-cut power hacksaw working at a thin section—mean- 
pointing to left instead of right. 
shavings are 


ing much smaller teeth, 


Note that 
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This draw-cut power hacksaw is hard at work on a heavy section—note 


the coarse teeth and lubricant, with resulting ‘“man-size” 


10 teeth—General use 


very 


chips. Com- 


pare them with those in the companion photograph 


(corresponds 
with 18-pitch hand blade), 
tool steel, high-speed steel, 
cast-iron, thick-walled pipe, 


14 teeth—High speed steel, angles, 
pipe, structural shapes, tool 
steel, light solid stock, rails. 











Monel metal, heavy struc- In general, the coarser the tooth 
tural shapes, and _ other the faster the saw cuts. It hogs in 
metals. (Continued on page 92) 
Table II—Recommended Teeth and 
Speeds for Power Blades 
' Tungsten | H.S. or Moly 
Material Teeth Speed Teeth Speed 
Aluminum.......... |6-10 | 120 4-6 | 120 
Babbitt. 6-10| 120 | 4-6 | 120 





small 


Brass Castings, Soft. 
Brass Castings, Hard.|10—14| 


*For thin gages, 
shallow-tooth, thick blade. 


6-10 | 120 | 4-6 | 120 
80 | 6-10 | 120 


Bronze Castings... .. | 6-10 |60-80|4-6-10} 90 
eee 10 | 80 | 6-10 90-120 
*Copper Tubing...... 14 | 60 10 | 90 
Copper Bar...... ..| 10 | 60 | 46 90 
C Carbon Tool Steel 6-10 40-60) 6-10 90-120 
C Die Blocks......... — | 46 | 60-90 
> U6)” 10 10-60| 10 (90-120 
C Forging Stock—Mild. — | — | 4-6 |90-120 
C Forging Stock— wee — |—|46] 90 
C Machinery Steel. . 6-10 \60-90)4-6-10'90-120 
C Malleable Iron 6 -10 10 60| 6-10 | 90 
Monel Metal.. . 6-10 | 60-90 
C Nickel Alloy. . - | — | 6-10 | 60-90 
*Pipe...............|10-14| 90 | 6-10 | 120 
4. ; 10 60 | 6-10 | 60-90 
C Stainless....... 6-10 | 60-90 
C Structural. .... 10-14,40-60, 10 (90-120 


C—use cutting compound. 


an alternate is a 10-tooth, 
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Thr Xhinese 


HAY A PRHOVERK FOK it 


Cheap things are of no value; 
valuable things are not cheap. 
When you have once gone out the door, 
we do not recognize the goods. 


Each trade has its own ways. 





1. What is the commonest ma- 
terial for conveyor belts? 

2. In what weights is it most 
commonly used? 

3. In what range of widths? 

4. Is the surface protected in any 
way against moisture and abrasion? 
How? 

5. What are the various layers 
of material called in a conveyor 
belt? 

6. Are conveyor belt edges any 
stronger than the center? If so, 
how? . 

7. Does abrasion demand any se- 
rious differences in belt construc- 
tion? 

8. What does “stepping” mean, 
as applied to belt plies? 

9. What is the primary function 
of extra edge plies, to thicken the 
belt or to increase its tensile 
strength? 

10. If the top or bottom cover, or 
both, is worn out, what should be 
changed in the new belt? 

11. What is the common name for 
the fabric interior of a conveyor 
belt? 

12. If plies are separated in an 
old belt, what is needed? 

13. What factors of this group 





should be considered in suggesting 
a replacement belt: nature of ma- 
terial carried, feed 
belt alignment 
tension, tempera- 
ture, whether or 
not a tripper is 
used, exposure to 
the elements, con- 
dition of idlers, 
care in lubrica- 
tion, exposure to 
moisture. 

14. What is the 
first factor to con- 
sider in selecting 
a conveyor belt? 

15. What gov- 
erns width when 
fine material is to 
be carried? 


16. What gov- 
erns it when lump 
material is to be 
carried? 

17. How much 
fine material will 
a 12-in. wide belt 
carry? How large 
can pieces be in 
an unsized mix- 
ture? effect is better." 
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18. Can you give similar factors 
for an 18-, a 24-, a 30-, a 36-, a 42-, 
and a 48-in. belt? 


19. If an old conveyor belt to 
be replaced stretched excessively, 
what does it indicate with respect 
to the new belt? 

20. What is the basic rule gov- 
erning speed of a conveyor belt? 

21. What are some good, typical 
maximum belt speeds? 

22. What is the real basis of wear 
on a belt, speed or loading? 

23. What is the ordinary range 
of number of plies? 

24. What is a basic unit tension 
per inch of width per ply for 28-o0z. 
duck? 

25. What is the maximum work- 
ing tension for a 30-inch, single- 
ply, 36-0z. duck belt? 

(Continued on page 90) 


Sam Supplier's Family 
Is A Problem 
Sam Supplier has a peculiar fam- 
ily. Each daughter has just as many 
brothers as she has sisters. Each 


son has twice as many sisters as he 
has brothers. How many kids has 
Sam Supplier, and how many are 
boys, how many girls? 

(If yow’re weak on multiplying, 
see page 92) 




















“I know it's a trifle inconvenient, but the psychological 
From “Purchasing” 
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es should be selected 
jor concentration 


kecutives decide what Well ahead of the 
month assigned to the 
line, the manufacturer's 


plant is visited 











Cooperation is planned A sales promotion pro- Investigation is made 
between the manufac- gram on the line is to see that enough of 
turer's organization drawn up and checked the manufacturer's lat- 


and the S & B staff 


est literature is on 


hand 








| N January the Shadbolt and Boyd 
Company, Milwaukee, inaugu- 
rated a sixteen-month —line-a- 
month—sales campaign of special- 
ization on sixteen major lines. 

The program has a_ two-fold 
purpose: 

First, it is designed to so con- 
centrate effort on these carefully 
selected lines that sales of each 
during the month assigned to it will 
produce a notable increase in vol- 
ume; at the same time, such a firm 
groundwork of customer education 
will be laid that the results will 
be felt for months to come. 

Secondly, it is hoped that S. & B. 
salesmen, themselves, will be so 
thoroughly educated that at the end 
of the campaign every man will 
be practically the equivalent of a 
manufacturer’s man on all sixteen 
lines. 

This modern sales program of the 
widely known Milwaukee house, es- 
tablished during the Civil War, is 
characterized by thoroughness in 
preparation and execution. 

Long before the campaign was 
set in motion, executives of S. & B. 
carefully analyzed all the lines the 
house handles to select those which 
should be a part of the “big drive.” 
Markets, salability, profit margins, 
manufacturer cooperation—all were 
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given minute consideration. When 
the selections were made, these 
executives just as carefully consid- 
ered the month that should be 
assigned to each line. Necessity for 
early concentration because of the 
comparative newness of lines in the 
S. & B. set-up, unsatisfactory vol- 
ume or need for salesman education 
figured in assignments. So did sea- 
sonal factors. 

With lines selected, months for 
concentration assigned and_ the 
affected manufacturers _ notified, 
Shadbolt and Boyd set in motion the 
campaign, which works as follows: 


Advance Work 


Well ahead of the month assigned 
to a line, one of the S. & B. execu- 
tives visits the manufacturer of 
that line at his plant and makes 
plans for the specialized sales job. 
(By the middle of January the 
manufacturer whose line was to be 
“worked” in March had_ been 
visited). Arrangements are made 
for cooperation on the part of the 
manufacturer’s sales organization 
with the S. & B. staff. A sales 
promotion program is arranged. A 
check-up is made to determine 
whether the distributor has all the 
latest literature of the manufac- 
turer—and enough of it—and ar- 
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rangements are completed to correct 
any deficiencies in this direction. 

On the Saturday morning prior 
to the start of the drive on a par- 
ticular line, a meeting for outside 
salesmen of the company is held 
in the S. & B. offices, at which the 
manufacturer’s man _ discusses— 
and, if advisable, demonstrates— 
his line thoroughly, and answers 
any questions the salesmen may 
have to “shoot” at him. Plans are 
also made here for the work of the 
manufacturer’s man with the Shad- 
bolt and Boyd salesmen. 

At noon the outside salesmen are 
dismissed. In the afternoon, the 
manufacturer’s man conducts a 
“clinic” for the telephone sales- 
men and the counter force. These 
men, too, are factors—important 
factors—in S. & B.’s big specialty 
sales campaign, for they are in 
contact with hundreds of plant men 
during the month, and influence 
many sales. 


Intensive Concentration 


During the month assigned to 
a line, the Shadbolt and Boyd sales- 
men talk that line on every call 
where the plant is a possible user 
of the products under “concentra- 
tion.” They make special efforts in 
plants where the line is not being 
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sold. They try particularly to get 
to the men “out in the shop” who 
influence purchases on the line in 
question. 

Every working day during the 
month in which a line is being fea- 
tured, the S. & B. salesmen make 
dual reports on calls where they 
have talked—or sold—the line. One 
goes to the manufacturer’s man. 


the manufacturer has a moving 
picture showing the construction 
or applications of his products—or 
some interesting exhibit or demon- 
stration—arrangements are made 
for displaying it in various cities 
and towns in Shadbolt and Boyd’s 
territory, and S. & B. salesmen 
make it a point to get as many as 
possible of the plant buying fac- 


completed, and executives of the 
Shadbolt and Boyd company are 
elated over the month’s specialty 
effort. Sales on the line featured 
were far ahead of those in the pre- 
ceding month or those in the cor- 
responding month a year ago, and 
many “hot prospects” for sales in 
the future are being developed. The 
salesmen know far more about the 








Before the drive starts 

the outside men hear 

the full story from the 
factory man 


Afterward a clinic is 
conducted for counter 
force and the telephone up at every plant 

salesmen 





During the month's 
drive the line is talked 


where it has possible 
use 


oneal 
All during the month 
the manufacturer's lit- 
erature 1S 





included 
with all mailings 








VVVVVVVVVVYVVYYVVYVVYYVYVVYVVYVYYVVYVYYVYVVYVYYVY 
That’s What Shadbolt and Boyd Is Aiming to Make 
of Its Salesmen in Its Sixteen-Month Specialty Drive 
—Immediate and “Long Pull” Business on Selected 


Major Products Is the Other Goal 


MAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAA 


By E. 


J. McOSKER 


Editor 


The salesmen are especially urged 
to advise the manufacturer’s man 
of follow-up calls he can make which 
may be effective in producing busi- 
ness. 

When an S. & B. salesman has 
not reported sales on a line for 
two successive days during the 
month wherein it is being concen- 
trated upon, he is written to or 
called on the telephone and asked 
“Why?” 

Sales promotion plays an im- 
portant role in this specialized sales 
program. The manufacturer’s lit- 
erature goes out all during “his 
month” with letters, statements, in- 
voices and shipments of goods. If 


tors in the community down to 
see it. 


Results Quickly Noted 


In some cases manufacturers are 
writing letters to Shadbolt and Boyd 
customers, requesting them to give 
a “thorough hearing” to the S. & B. 
salesman when he presents their 
lines. Shadbolt and Boyd officials, 
however, do not feel this is a re- 
quisite of the program because 
S. & B. salesmen have the entree of 
most of the plants in their territory 
—and the confidence of the majority 
of the men upon whom they call. 

As this article is written, the first 
campaign of the series has been 
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line than they did before’ the 
“drive.” They have more confidence 
in their ability to sell it. They will 
keep their eyes peeled for replace- 
ment business on the line and new 
places to sell it. 


Selling Mood Contagious 


The success of the first effort in 
this progressive program has _ in- 
spired both executives and_ sales- 
men for the specialty sales jobs now 
in operation or to come. Nor are 
they fearful that other lines will 
suffer while concentration is being 
made on one. They have found that 
they’re doing a better job for nearly 
every manufacturer on the list, 
for they’re really in a selling mood, 
and their efforts on one line are 
opening opportunities for effective 
efforts on other lines. 

There has been a recession in 
business. But, recession or no re- 
cession, Shadbolt and Boyd—true 
to its traditions—made up its mind 
that the way to get business in 
1938, as at any time, is to go after 
it in an intelligent, forceful way. 
So they developed this program of 
“planned selling” and are pushing 
it tooth and nail. And it looks as 
though this big, respected Mil- 
waukee house is “going to town” 
again. 


The campaign sets sale 
records and digs u 
“hot prospects” for fi 


ture business 


He is a point of distribu- 
tor superiority that should be 
hammered home by every industrial 
supply house in every section: 

More than a fair weather friend 
to plants and factories is the in- 
dustrial distributor who, because 
of his close-to-the-customer position 
and direct knowledge of the situa- 
tion surrounding each account, can 
give top service always and “super 
service” when a crisis arises. 

In contrast, the direct-selling 
manufacturer is revealed to a 
trouble-besieged customer as woe- 
fully incapable of helping out in an 
emergency. 

A means for you to tell this story 
to your customers is provided in 
the assortment of promotion pieces 
offered to you on these pages. This 
effective advertising material has 


been prepared by skilled copy 
writers and artists. Costs of 
preparation is borne by MILL 


SUPPLIES. 

You may use all or any part of 
this material simply by purchasing 
the reproduction plates from MILL 


HOW TO ORDER 


Use this order blank to secure elec- 
trotype cuts for folder or blotter, or 
to obtain quantities of stickers. Check 
items you want and mail to— 





MILL SUPPLIES 
330 West 42nd Street 
New York City 
Gentlemen: 
Please send me the following promo- 


tion material as outlined in your April 
issue— 


[ |Complete plates for folder, for which 
bill me $22.00. 
Complete plates for blotter, for which 
bill me $6.50. 
[ ]5,000 stickers (@ $9) or {_] 10,000 (@ 
$13.50). Imprinted with our firm name. 
Your name (print plainly)............ 
Title 


Firm name 


eeeoereesr eee reer ee eeee eres ee 


Adgdaress 
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FOR 





this Udvertising te 


YOU 


No. 6 in a promotion series prepared to provide dis- 
tributors with effective ammunition for winning a 


favored position with industrial buyers 


SUPPLIES at cost of the plates alone. 

Here are the five simple steps to 
take so that this advertising pro- 
gram may go to work for you at 
once: 

1. Select the type of promotion 
you want to use. 

2. Order electrotype plates for 
these pieces from MILL SUPPLIES. 

3. Take plates to your printer, 
have him set the type for your firm 
name, address, etc., and list of lines 
you handle (in the manner indi- 
cated on layout of the folder, 
opposite page). 


4. (Optional but recommended:) 


Send out a sales letter (below) to. 


accompany either the blotter or 
folder. Send letter on your own 
stationery. 

5. If sticker is desired, order 
direct from MILL SUPPLIES in lots 
of 5,000 or more, with your firm 
name already imprinted. Apply it 
to letters, packages, invoices, etc. 

Complete facts about the plan, 
its costs, ordering data, etc., are 
contained on these pages. Study it 
carefully, decide which parts of it 
best fit your needs—then go to it! 


Send this letter with folder or blotter 
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Mr Manufacturing 0O- 
604 Blank Street 
Chicag?s T1linois 
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WE'RE THERE 
cao WHEN YOU 
HOLLER FOR HELP! 
















STICKER: Actual size, fur- 
nished by MILL SUPPLIES * RK 
with your firm name imprinted. 
Furnished in lots of 5,000 or 


over only 









COMPANY 


NAME j 


a YOUR COMPANY NAME "WHEN YOU 
HOLLER FOR HELP! 
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YOUR EMERGENCIES 
cre Our Meat! 


Picture the cost per hour of o plant break- 
down during an importont production schedule! 
Its in such pinches that the industrial distrib- 























FOLDER: 

. Front 

small enve| Cover, actual «; 
furnished by MiLL complete sleies 3/2 by bl, 


t 
SUPPLIES for Printing © it large Or 


utor's service really proves its worth in ¢ 
WO colors 






its then that you realize the value of our 






local stocks, our quick delivery service and the 
extra help we gladly give in emergencies \ . 








In fair weather or foul our complete service 








will help you maintain smooth production ot 
all times help you keep your supply 
inventories low— AND —help you sove real 








BLOTTER: One-half actual size. Carries same message as folder, 
but condensed. Furnished as complete plates, ready for in- 
sertion of your firm name. Check prices of all pieces on order 
blank, opposite page 






money, too! 













CD 


ee 
BUY FROM THE INDUSTRIAL DISTRIBUTOR YOUR EMERGENCIES 


G, / 
are Our Meat 



















We know how costly. plant break 
downs con be and were geared 
to help you avoid such expense 














FOLDER: (Above) Outside 
and inside faces of folder, 
shown one-half actual site. 
Plates furnished by MILL SUP- 
PLIES print all of this effec- 
tive selling message in two 
colors. Local printer will im- 
print your firm name and list 


of lines handled 





Use our local stocks of quality in 
dustrial supplies ond equipment Use 
our quick delivery service Coll on us 
for extra help “in the pinches” Keep 
inventories economically low and 
production running smoothly at all 
times 


YOUR COMPANY NAME 
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USED BY “BRUSH CONSCIOUS’ SALESMEN 
cnd backed np by Cidvertising lo 


Pr Saee 


@ These are times when Osborn Brushes are proving 
their real worth to “Brush Conscious” Salesmen. Right 
now, Osborn Brushes are being sold to concerns who 
are delaying purchases of many important products. 
For instance, a “Brush Conscious” Salesman can 
often sell Osborn Brushes if he offers a suggestion 
that leads to improvements and savings. Note the fol- 
lowing instance: 
One Distributor’s Salesman had the 
idea that many concerns are wasting 
a lot of time and money by unknow- 
ingly using brushes not adapted to 
specific job conditions. 
This salesman believed that his 
most important brush service was to 
help a company select brushes best 
suited to specific job requirements. 
As a starter, he knew of one com- 
pany with a large warehouse. A crew 
of sweepers were employed regularly 
to sweep many thousands of square 
feet of floor space. The Salesman 
placed various samples of Osborn 
Floor Brushes and Push Brooms in 
his car and called upon the prospect. 
He asked the buyer if the sweepers 
were satisfied with the brushes they 
were using. 
“No one ever kicked about the 
brushes,” was the buyer's answer. 
*But let’s ask them.” 


Out in the plant, the Salesman 


examined the condition of the floor, the material to 

be swept and the kind of brushes used for the work. 

Questioning the sweepers, the Salesman learned that 

they had always had difficulty “raising” small scraps of 

paper littered over the floors every day. But they had 
always thought this difficulty was unavoidable. 

No one had ever suspected that possibly the brushes 
were not suited for the work. 

The Salesman brought in his sam- 
ples of Osborn Brushes and asked the 
sweepers to try them. One kind of 
brush was found to do the work per- 
fectly. The sweepers were enthusiastic 
and the buyer was so pleased that he 
immediately placed an order for a 
quantity of the “job-tested” Osborn 
Brushes. 

The Salesman won a new customer, 
not only for Osborn Brushes but for 
future sales of other products. 

The “brief” of that business-getting 
idea is the subject of the advertise- 
ment on the next page. Many of 
YOUR customers and prospects will 
see it in the April issues of leading 
business magazines. 

Make the most of YOUR opportuni- 
ties with Osborn Brushes. You can land 
the business with the right IDEAS! 


Tye Oseorn MANnuracrurinG COMPANY 
5401 HAMILTON AVENUE . CLEVELAND, OHIO 
Sales Offices: New York « Detroit « Chicago eSan Francisco 
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IT’S GOOD 
BUSINESS 
‘ 


TO USE GOOD 


BRUSHES 





(Reading time: 29 seconds or less) 


@ The importance of using the right brush for the job 
is demonstrated in thousands of plants where Osborn 
Brushes are saving time and money. Note one example! 

For years the difficulty of sweeping small scraps of 
paper from concrete floors in a large warehouse was 
accepted as unavoidable. Untold hours of time were 
wasted by a crew of sweepers unknowingly using 
the wrong kind of brushes for the job conditions. 


A salesman of an Osborn Distributor “discovered” 


the situation and suggested the right brushes for the 
work. Not only did the recommended Osborn Brushes 
do the work faster and better but they actually cost 
less than the incorrect brushes used formerly! 

Osborn and the Osborn Distributor in your locality 
can show YOU why it’s good business to use good brush- 
es correctly matched to job requirements. Ask about it! 


THE OSBORN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE ¢ CLEVELAND, OHIO 
SALES OFFICES: NEW YORK * DETROIT * CHICAGO * SAN FRANCISCO 










































Display Car 
Sells Equipment 


Previous years of experience in 
promoting the use of commercial 
equipment demonstrated the need for 
a display that could be carried to 
the commercial customer’s premises, 
with facilities for demonstrating its 
operations. In September, 1937, a dis- 
play car was put into service. 

A car was rather than a 
trailer because of less seasonal inter- 
ferences with its use, easier parking 
and the limited number of persons in 
it at any particular time. 

The display is routed on a pre- 
arranged schedule to each of six men 
located in separate districts, for 
approximately three days in each 
three weeks. It is used in interesting 
prospects and in closing those 
previously developed. 

We believe that the display 
responsible for approximately 50 per 
cent of our sales the first 90 days 
of operation. Also orders were secured 
for items that we had never been able 
to sell from catalogs.—S. S. Bradford, 
Potomac Edison Co., in Electrical 
World, March 12, 1938. 
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Solving a Power Drive Trouble 


The multiple V-belt drive is an 
efficient and economical power trans- 
mission method, but when excessively 
high speeds are involved, difficulties 
based on the action of centrifugal 
force can be expected. 

For example, a 66-in. specially 
constructed fan was to operate at 
3,250 r.p.m. in order to supply suffi- 
cient vacuum for a certain drying 
process. The initial installation con- 
sisted of a 100-hp., 750 r.p.m., com- 
pensator-started motor on slide rails, 
direct connected to the fan shaft by 
16 B-section V-belts on a center of 
56 inches. The drive was horizontal 
with the power pull bottom side. The 
driving or motor 16-groove sheave 
was 32 in. pitch diameter, and the 
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Salo tips 


from the Trade Press 


Because of space limitations, most items appearing in this 
department have been reduced to their elemental facts 
through digesting. Where the reader's interest is particu- 
larly great, we recommend that the article be sought out 
and read in detail in the paper where it originally appeared. 


driven 16-groove fan sheave was of 
necessity 7.4 in. pitch diameter to 
furnish theoretically a fan speed of 
3,250 r.p.m. This resulted in a belt 
speed of 6,250 f.p.m. The installation 
was considered ideal, but in actual 
operation it proved to be a failure. 

Regardless of the tension applied 
to the belts by keeping the motor at 
a maximum setting on the slide rails, 
it was not possible to get more than 
2,950 r.p.m. on the fan shaft. As 
soon as the motor reached full speed, 
centrifugal tension caused the 16 
V-belts to lift slightly out of the 
grooves of the driven sheave, thus 
causing a loss of speed in view of 
decreased frictional contact on the 
angular sides of the grooves. 

The difficulty was overcome as 
shown in the illustration by replacing 
the V-belt drive with a gravity type, 
pivoted-motor-base belt installation. 
A 32-in. diameter by 17-in. face driv- 
ing pulley was installed on the mo- 
tor, and a 7.4-in. diameter by 17-in. 





face driven pulley was placed on the 
fan shaft. 

These pulleys were connected by a 
16-in. light double mineral retanned 
leather belt made endless. The slide 
rails were eliminated, and the motor 
was placed on a pivoted base with 
proper adjustment for the _ speed, 
ratio and power requirement. 

By this change, speed of 3,250 r.p.m. 
was obtained on the fan shaft, be- 
cause the effect of centrifugal force 
or tension was automatically over- 
come by the weight of the motor on 
the belt through the action of the 
pivoted motor base. Due to the high 
speed of the belt, a steel guard was 
installed for safety reasons.—By Wil- 
liam Staniar in Factory, March, 1938. 


Watch Your Word 
Equipment in Selling 


The next time you organize your 
brief case and samples for a trip, 
don’t forget to overhaul your word 
equipment, too. It is surprising how 
those speech manners can create re- 
sistance, or smooth the way; how 
they can contribute to your sales talk 
or cancel your best points. Here are 
some examples of bad speech man- 


ners, and, in bold face, the more 
persuasive phrasing of the same 
ideas: 


“Sorry you are not willing to give 
my line a try.” 

“Thanks for going over this with 
me. I’m sure that we'll work together 
later on.” If a man is worth seeing, 
he is worth cementing for the future. 


“I’m not trying to rush you—but 
—.” Or, “I’m not trying to make up 
your mind for you, but—” and pre- 
senting a flood or arguments when 
the purchasing agent already has all 





Centrifugal force made it impossible for V-belts to bring this 66 in. fan up 


to required speed of 3,250 r.p.m. 
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A pivoted-base motor was the answer 








The whole complexion of the screw business is changed! Screws 


are something to make money on IF they have the PLUS SIGN 


head that is rapidly becoming familiar to American Industry! 


A complete line of auto bodies now uses American 
PLUS Screws. A large part of the furniture industry 
has standardized on American PLUS Screws. You'll 
see the “plus-sign’”’ heads on nationally-advertised 


It’s your chance to make the screw a profit-item 
to make a decent profit per sale — to step up turn- 
over-—and to increase volume on power drivers 
(which have wider application when American PLUS 





refrigerators, radios, electric motors, vacuum cleaners, 
and hundreds of other products that are fastened 
with screws. 


Screws are used)! Phillips Drivers and bits are avail- 
able from American Screw Company and leading tool 
manufacturers. 


Ss SCREWS 


ips recessed head 






AMERICAN (> 


with the patented 


Patent Nos. 2,046,343; 2,046,837; 2,046,839; ss 
2,046,840 2,082,085; 2,084,078; 


2,084,079; 2,090,338 Other Domestic and 
Foreign Patents Allowed and Pending 


GAIN TIME GUIDE DRIVER GUARD WORK 


HERE’S WHAT WE'RE DOING TO HELP YOUR SALES! 


AMERICAN SCREW COMPANY 


Main office: Providence 
Branch offices: Detroit, Chicago 
Pacific Coast: Osgood & Howell 


1. Advertising in large space in leading general, electrical, auto- 
motive, machinery, woodworking, and design magazines. 


2. Sponsoring a huge educational campaign on the advantages cf 
the patented Phillips recessed head, originated by American 













WRITE YOUR NAME HERE. TEAR OFF AND MAIL TO 
Screw Company. 


3. Providing plenty of ammunition for merchandising and sales 
promotion cooperative advertising, sample kits, ‘industry 
folders,”’ envelope stuffers, etc. 


PLUS a new PROFIT STRUCTURE! Send the Coupon for the 
American PLUS Plan! 


Copyright 1938 by American Screw Co. 







i} { 


MACHINE JOD SCREWS STOVE BOLTS 


ed fastening device 
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the facts and is thinking it over. 

Silence after a man has the facts 
about your merchandise is often more 
effective than words. 


“Do you understand what I mean?” 
“Am I making myself clear?” 


“This is our cheaper quality.” 
“This is our less expensive quality.” 
“T tell you, old man—” 

Plain “Mister” is better than speech 
familiarities, which you can save for 
the old college pals you’ll meet at the 
big homecoming game. 


“IT was down this way and I 
thought I’d drop in to see you.” 

“I planned this trip because I 
wanted to see you—” and then plung- 
ing right into a sales point is far 
more effective. It isn’t very flattering 
to be called on just because the sales- 
man is in the territory anyway, nor 
does it help to build a sale. 


“You probably won’t believe me 
when I say—” followed by some point 
pertinent fo the sales talk, such as a 
sales volume figure. 

“You will be interested to know,” 
or even if the fact is a startling one, 
“You will be surprised to learn 
that—”; but never a suggestion that 
disbelief is expected.—Sales Manage- 
ment, March 15, 1928. 


A Letter from a P.A. 
to His Salesman Son 
DEAR DICK: 

Some general ideas I might suggest 
to you, son, on how to be a successful 
salesman are the result of my past 
experience and observations in the 
field in which you are just now enter- 
ing. 

My first generality will be as to 
appearance. For, believe it or not, the 
appearance of a salesman counts. You 
might not think it after looking over 
some of the specimens that sales 
managers hire. But it’s true, never- 
theless. it isn’t logical, it isn’t sensi- 
ble, it isn’t right or just, but the 
fact remains that you and I form im- 
pressions of people before they ever 
speak to us. Your appearance, there- 
fore, is a mighty big factor. 

So Dick, I'd put it to you like this. 
Keep yourself neat and reasonably 
well-dressed. But avoid extremes and 
unusual habits of dress. Be a business 
man in appearance. Wear business 
clothes. Avoid the collegiate, the 
sports, and the over fastidious. 

So far we haven't got you into 
actual contact with the buyer at all. 
He’s been looking at you from his 
desk as he talked to the salesman just 
in front of you. But what’s the rule 
when you actually come to grips? How 
about the greeting? That’s fairly im- 
portant. My general rule may sound 


38 





fairly flat, but I think I’d say it like 
this. “Be friendly, but with reserve.” 
My most unpleasant reactions at this 
stage of the sales contact have in- 
variably been to the over-friendly 
souls. 

You want to be friends with this 
man, but you are not his “palsy 
walsy.” If he’s a true P.A., you 
probably never will be. So don’t call 
him “brother” or “pal.” Call him Mr. 
Blank for the first month anyway. 
If he desires to be on a first name 
basis with you, let him lead. After 
all, he’s not playing penny ante with 
you, he’s just going through one 
phase of his job. And he has dignity, 
and rather admires a decent sense 
of dignity in others. 

Good manners are the essence of 
the whole business. If you conduct 
yourself in your sales work as a well- 
mannered person would in entering 
another’s house, you won’t go wrong. 

Point number three is simple and 
direct. Introduce yourself fully and 
d‘stinetly. I could tell you dozens of 
instances of salesmen who came and 
went without identifying themselves 
at all. Don’t take it for granted that 
the P. A. knows who you are. Tell him 
your name and your company each 
time you call. 

Fourth and final point for this 
letter is an admonition that may not 
be easy to follow. It consists of just 
two words. Be natural. The height of 
salesmanship is to tell a simple story 
naturally and assume just enough 
interest in the buyer to lead him to 
sell himself. Never use a canned sales 
talk, in the long run it won’t get 
results. You can make people like 
you and trust you and want to help 
you, if you stay natural and sincere. 

Here are my rules for selling 
summed up in a few words for you. 

1. Be neat, but not gaudy. 

2. Be friendly, but reasonably re- 
served. 

3. Introduce yourself promptly and 
thoroughly. 

4. Be natural and sincere. 

Your LonG WINDED 
Dap 


By Don G. Clark, Brown & Sharpe 
Mfg. Co., in The Midwest Purchasing 
Agent, March, 1938. 


Stimulate Salesmen 
for Greater Sales 


If a salesman is ambitious at all, it 
is no trick at all to get him to edu- 
cate himself in the line he is to 
sell. But stimulating the salesman 
to get out and cash in on his educa- 
tion—to reap the sales he has sowed 
through knowledge of his line—takes 
a lot of planning. One of the most 
important reasons why a salesman 
needs stimulation is to get him going 
in the morning and keep him going. 

One form of stimulation to lick 
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his problem is to give him new things 
to think about, and to lead him into 
situations where new problems will 
challenge him. We did this recently 
by giving each salesman a quota of 
business executives that he must see, 
and this quota had to be filled within 
a time limit. 

Membership in such clubs as Ro- 
tary, Kiwanis and Lions is another 
source of stimulation. We encourage 
our men to join, not because they 
talk business at the meetings, but 
because stimulating ideas are pre- 
sented by the speakers and because 
it is almost impossible for a live 
salesman to sit and look at pros- 
pects without thinking of how he 
can benefit them. 

The prospect list also offers a 
source of stimulation comparable 
with the office worker’s pile of mail. 
We hold our salesmen _ responsible 
for the completeness and accuracy of 
their prospect lists; if new names are 
not coming in, we ask them to get 
out and get some. This stimulates 
thinking about what the prospects 
might do with our product, which 
makes the men think up their own 
sales ideas—and it is human nature 
for a man to give the most effort 
to his own ideas. 

There is also stimulation in educa- 
tional bulletins. Contests—long ones, 
short ones, and “sprint contests” 
which last a week or so—are also 
valuable stimulants. 

And stimulation is needed today. 
For salesmen will work if sales man- 
agers give them the same physical 
stimulation in their work that other 
workers have.—By Charles E. Hal- 
lenborg, vice-president, Dictaphone 
Corp., in Forbes, March 15, 1938. 








INDUSTRIAL RUBBER DEVELOPMENTS 

Interesting reading for all distributors 
and their salesmen is contained in this 
article on recent developments in industrial 
uses for rubber. Such topies as synthetic 
rubbers. compounding ingredients of rub- 
ber, finished rubber products, derivatives 
and latex technology are discussed—Chc mi 
cal and Metallurgical Engineering, January, 
1928. 


MECHANICAL COAL CLEANING—U nited 
Electric Coal has rounded out its new Buck 
heart strip operations in Illinois with a 
mechanical cleaning and screening plant 
with a capacity of 650 tons of mine-run 
coal per hour. Equipment used and opera 
tion facilities are interestingly described— 
Coal Age, March, 1938. 


TAILORED PIPE JOINTS—Forming field- 
welded ell and tee connections is easy and 
quick if you know these three methods for 
laying out the cutting line E. W 
Smith of the Lincoln Electrie Co., with sev 
eral drawings and suitable text, shows the 
best methods of field layout of a piping 
system—Power, March, 1938. 


SOLVING RIGGING PROBLEMS —In hand 
ling and installing heavy machinery at 
Boulder Dam conditions were encountered 
that were unusual and difficult to over 
come How the problem was solved is 
interestingly told in this article illustrated 
with actual photographs taken during con 
struction operations—Construction Methods 
and Equipment, February, 19238 
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HIS year Goodyear distrib- 
utors are getting more than 
FOUR times as much advertis- 
ing supportas they received last 
year—and last year smashed all 
records in Goodyear Mechani- 
cal Goods sales. In a great list 





hosts of trade publications and 
de &, 
“<1 national magazines — headed 


ef by The Saturday Evening Post 
“| which reaches more industrial 
executives than any other mag- 
“| azine—Goodyear is backing up 
weed its distributors every month! 
tq Backing them up with powerful 
‘4 advertisements in color that 


nulond 

me fog! “ 

4 command attention—and 
«aa direct prospects straight to the 





nearest Goodyear distributor. 
Wouldn’t this tremendous in- 
crease in sales pressure be a 
big help to you in making 
quotas this year? 

If you are not a Goodyear distrib- 
utor, it will pay you to inquire if 
your territory is open. For infor- 


mation, write Goodyear, Akron, 


Ohio, or Los Angeles, California. 





THE GREATEST NAME IN RUBBER 





MOLDED GOODS 
HOSE 
PACKING 


>» Made by the makers of 


| Goodyear Tires 
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SEES REAL VALUE IN DISPLAYS,” D.C.HENDERSON, ADVERTISING MANAGER, THE 
CHARLES A.SIRELINGER COMPANY, DETROIT, STRESSED THE IDEA THAT, EXHIBITS ) ave 
OF MERCHANDISE AND EQUIPMENT IN WINDOWS AND OTHER DISPLAY SPACES, ARE AS , 
IMPORTANT TO THE FACTORY AND MILL SUPPLIER AS THEY A@E TOTTHE HARDWARE DEALER, 


NEWS ITEMS 


Is ASPEELH DELIVERED MARCH 25TH 1926 OVER 

RADIO STATION WRN, NEW YORK, W.H. FISHER, PRESIDENT 

THE POWER TRANSMISSION ASSOCIATION) ‘TOLD THE wor” 

HOW IMPORTANT IT WAS FOR POWER-USING INDUSTRIES 

TO CONSIDER MAXIMUM EFFICIENCY AND ECONO- WITCHITA 

MY IN CONNECTION WITH POWER TRANSMISSION, "ati j 


AT ic vemorr LUBRICATOR COMPANY « | 
WAS CELEBRATING ITS SOTH ANNIVERSARY, e ‘a . 


A none THE DEATHS ANNOQUNC- | 1 SR 
ED INTHE APRIL, 1928, )SSUE OF MILL SUPPLIES \ a 
WERE. . . HOWARD SHERMAN, FOUND- 

ER AND PRESIDENT, H.6.SHERMAN MANUFAC- 
TURING COMPANY; CLARENCE W,CARUILE,NEW WRtpeneae rs 
ENGLAND MANAGER, JOHNS MANVILLE CORPORATION; Weste.““k 
AND ARTHUR WARD FOX, VICE PRESIDENT AND GEN- ee 
ERAL MAWAGER;THE BILLINGS AND SPENCER COMPANY, 


FE cauneen anp company, ST, PUL, HAD MOVED “HEIR ch DERS, owner oF THe WHITE STAR COMPANY, WICHITA, KANSAS, 
OFFICE IND WAREHOUSE “70 ICT AND ROSABEL STREETS, “W “TOLD ABCUT-THE SYSTEM HIS COMPANY DEVELOPED AND OPERATED TO SERVE, 


Arcsonceners were mae 24 Ec.K10NS WB | Prize oF ROM TOOTS BOO MILES FROM WHT, NINEN PERCENT OF 
COMPANY, INDIANAPOLIS, To MOVE THEIR NEW YORK OFFKES 
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TO THe BUILDING THEY HAD 90 rcs Aya TE, LS ORDERS RECENED BY THIS ORGANIZATION WERE BY MAILMR, ei = 
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f ULLMANN was eizcr- a 
“= 7% ED PRESIDENT OF MOLONEY 
rays, < BELTING COMPANY, CHKAG 
BOND meson cieonss RANNGA HEE TE § 
COMPANY, PHILADELPHIA, WHO HAD SEEN HIS ORGANIZATION GROW, IN 410 YEARS TIME, ORGANIZATION AS WELL 
FROM A SMALL MILL FURNISHING HOUSE WITH AVAILABLE FLOOR SPACE OF SOME GOO HE a oe ie Cuenca RAWHIDE / 
SQUARE FEET, TO A VAST ORGANIZATION COCCUPYING 75,000 SQUARE FEET, IN AD~- MANUFACTURING COBHAM, 


DITION TO MANY ACRES OF FACTORY SITE OF AFFILIATED MANUFACTURING COMPANIES, 































Instead of the usual single pawl, bear- 
ing against one gear tooth, The ‘’Su- 
ob. aa | +7 A ik 


5, 





end strength by 2 pawls engaging 2 
teeth for both ON and OFF rotation 
of nuts. All 4 pawls are of hardened 
tool steel, so designed as to provide 
pure crushing action on the pawls— 
the sturdiest P " 
with no “back-lash.” 

































‘SU PERECTOR: 
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COLLAR RETAINER has a pro- 
jection on its inner surface which 
registers easily with a corre- 
sponding slot in the neck of the 
Socket. No fumbling for set 
screw ‘'spots'’ when engaging 
the headless, slotted socket 
screws. 


ovides Speed, Powe, Safety 


@ Here, at last, is a real “he-man” wrench. Built with plenty of 
leverage for the really tough jobs, yet strong enough to thrive 
on the punishment that goes with that kind of work. And 
despite its almost unbelievable strength and power . .. The 
“Superector” is comparatively light in weight. 


Analyze the structural features described above. Consider The 
“Superector” as an investment which will substantially reduce 
operating costs by eliminating premature replacement of 
those wrenches daily being subjected to abuse and overload. 
Expect The “Superector” to speed up the heavy jobs, and 
reduce hazards on this type of work. Sell it with confidence 
that it WILL accomplish ALL these benefits because it’s de- 
signed, built and guaranteed by the makers of the most com- 
plete line of quality wrenches in the world. 


Five sizes, 24 to 53 inches, for both Hex and Square Sockets 
1 to 4-5/8”. Fully guaranteed. 


< ’ 
J. HH. WILLIAMS & CO 
42 Spring St. New York 
Headquarters for: Drop-Forged Wrenches (Carbon and Alloy), Detachable Socket Wrenches, 
Reversible Ratchet Wrenches, “C" Clamps, Lathe Dogs. Tool Holders, Eye Bolts, Hoist Hooks, 
Thumb Nuts and Serews, Chain Pipe Tongs and Vises, ete. 1-481 
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DISTRIBUTORS STEEL SALES 
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Total 

Year Production 

1937 32,695,349 
1936 29,072,596 
1935 20,819,710 
1934 15,870,696 
1933 13,743,121 
1932 9,317,974 
1931 17,396,997 
1930 25,769,914 
1929 36,157,095 
1928 28,537.621 
1927 28,182,187 
1926 29,656,836 





PRODUCTION TONNAGE OF FINISHED STEEL PRODUCTS 


Tons Sold by Per Cent 
Warehouses of Total 
4.341,906 13.28 
4,108,497 14.13 
3,005,129 14.43 
2,225,753 14.02 
2,049,403 14.91 
1.501.736 16.12 
2,205,570 12.68 
3,147,249 12.21 
3,990,122 11.05 
3,091,715 10.83 
3,613,225 12.82 
3,121,960 10.52 








ALES of finished steel prod- 

ucts through warehouses 
reached an all-time peak in 1937, 
the 4,342,000 gross tons sold by dis- 
tributors last year exceeding the 
previous high mark, set in 1936, by 
234,000 tons. This record is 352,- 
000 tons above the pre-depression 
peak attained in 1929 when the 
total output of steel was about 10.5 
per cent greater according to a re- 
port by Walter S. Doxey, executive 
secretary of the American Steel 
Warehouse Association. 

The distributor has maintained 
second rank position as an outlet 
for finished steel products, being 
surpassed only by the automotive 
industry and accounting for more 
tonnage than the railroads and the 
building industry which long held 
top-notch positions. Nearly one- 
seventh—13.28 per cent—of the 
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steel made in 1937 was shipped 
into warehouse stocks for resale to 
the 250,000 users of steel served by 
the nation’s distributors. 

An examination of the table will 
reveal that the proportion of steel 
reaching the ultimate consumer 
through distributive channels is 
steadily increasing, and although 
total steel production may have its 
lean years, the tonnage sold by dis- 
tributors does not show a corre- 
sponding decrease, It is interesting 
to note that although 1932 was the 
lowest and worst year in total pro- 
duction of steel products, it was the 
best year in per cent of total 
handled by the warehouse. 

While the percentage of the total 
finished steel handled by the ware- 
houses was less in 1937 than in any 
years since 1931, last year’s figure 
—13.28 per cent—is considerably 
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Accounted for 13.28% of total tonnage during 1937 


higher than for any other year with 
comparable steel production. An- 
other laurel for the distributor’s 
selling power. 

The principal product sold by dis- 
tributors last year was pipe and 
tubing, of which 1,082,998 tons 
were handled; second in importance 
was wire products, 722,287 tons; 
third, galvanized sheets, 675,891 
tons which represents 52 per cent 
of the total output and an increase 
of 68,000 tons over 1936; fourth, 
merchant bars, 408,938 tons; fifth, 
concrete bars, 212, 753 tons, and 
last, strip steel with 83,887 tons be- 
ing sold through warehouses. 





STEEL PRODUCTS PRODUCED IN 1937 


in Millions of Tons 


GB Jornage sold by warehouses 


- 























Merchant Concrete Galvanized Strip Tubing Wire 
bars bars sheets steel &pipe products 











Galvanized Sheets—52.01 per cent of 
total produced sold through ware- 
houses 

Wire Products—33.66 per cent of total 
produced sold through warehouses 

Tubing and Pipe—32.34 per cent of 
total produced sold through ware- 
houses 

Concrete Bars—26.44 per cent of total 
produced sold through warehouses 

Merchant Bars—8.66 per cent of total 
produced sold through warehouses 

Strip Steel—2.81 per cent of total 
produced sold through warehouses 
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From start to finish 


UNMATCHED LABORATORY CONTROL 


assures the quality 


of these Cold-forged Socket Screws 
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FROM the raw material to the fin- 


2) 


ished product, the outstanding 
quality of PARKER-KALON Cold- 
forged SOCKET SCREWS is safe- 


guarded by the most thorough 
control known in the screw in- 
dustry. A $250,000 laboratory 


checks every detail . . . guaran- 


Of ada that 
Aalon aA 


tees that every box of Screws 
you get will be uniformly per- 
fect in precision, strength and 


appearance. 


Don’t fail to try these Parker- 
Kalon products. You will find 
that a higher standard of quality 
in Socket Screws has been estab- 
lished. Write for FREE samples 


and our interesting bulletin. 


Of Cteher 


tht aertie 
| gotta Leaacl it 


PARKER-KALON 
CORPORATION 


192 Varick Street, New York 


MN 


Nob sthict 


PARKER- KALON 


Old - forged 


~ SOCKET SCREWS E 
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Mobile Firm Observes 
25th Anniversary 


McGowin-Lyons Hardware & Sup- 
ply Co., Mobile, Alabama, recently 
celebrated its 25th anniversary and 
had a special twelve-page section of 
The Mobile Press Register devoted to 
the organization’s history and growth, 
its operation and personnel. 

McGowin-Lyons ranks today as one 
of the foremost firms in the South, 
having a fleet of 14 delivery trucks, a 
six-story brick building to house its 
offices, showrooms and part of the 
stock, five warehouses and 155 em- 
ployees. 

Pictured in this special newspaper 
section are individual pictures of the 
entire staff of the organization and 
various interior photographs of the 
showrooms and buildings. An inspec- 
tion of its extensive and varied stocks 
carried in its main building and 
adjacent warehouses by a press re- 





porter required over three hours. 

Mark Lyons, Sr., under whose ac- 
tive direction the business was 
conducted from the start, is now presi- 
dent of the organization and chair- 
man of the board. Other officers of 
the corporation today are: J. Alex 
McGowin, vice-chairman of the board; 
John W. Pugh, vice-president and 
treasurer; R. L. Bidez, vice-president; 
Mark Lyons, Jr., vice-president; 
Thomas B. Soost, secretary; C. M. 
Dukes, assistant treasurer; and E. 
Leonard McGowin and Julian Mc- 
Gowin, board members. 
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VecCowimivens 


=~ THE MOBILE PRESS REGISTER “=~ 
Mobile Firm Observes Its Twenty -Fifth Anniversary 


Capable Management Feunhore Of Firm And when en ~o Buildi 
Helps Steady Growth =s 






Competent Engineer 
Directs Machinery 
‘Many On Payroll * sa” 








With this impressive "Page |", McGowin-Lyons, Mobile, Ala., splashed 
a 12-page section in the Mobile Press Register to mark the firm's 25th 
anniversary. (See story at left) 


- 


These two views illustrate 
some of the new advan- 
tages now enjoyed by 
Strong, Carlisle & Ham- 
mond, Cleveland, with the 
addition of a new building 
that adjoins their regular 
headquarters. Top photo 
shows how delivery trucks 
may load inside, and lower 
photo shows a section of 
the spacious steel tubing 
warehouse in the basement 





wee 


i 
= 
be 
» 

+ 
. 


MILL SUPPLIES @ APRIL 1938 


















What line are you 


pushing to keep spring 





























Ask about the HEWITT profit franchise. HEWITT RUBBER CORPORATION, Buffalo, N.Y. 


HOSE e CONVEYOR AND TRANSMISSION BELTS @© PACKING 
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ASK YOURSELF 
THESE | 
QUESTIONS 


e"CAN | MAKE A 
NICE PROFIT WITH THE) 
ARRO LINE?” 


@ “DOI HAVE JOBBERS' 
PROTECTION?” 


@ “IS ARRO A QUALITY 
LINE WHICH WILL RESULT 
IN REPEAT ORDERS?” 


The ARRO JOBBER is always assured a profit- 
able income with ARRO EXPANSION BOLTS 
and Allied Products because: 

ARRO offers Jobbers’ Protection—the ARRO 
line is sold only through jobbers, enabling 
them to establish a permanent market 
position. 

ARRO meets all customer requirements with 
the most modern expansion bolt of the high- 
est quality. Cadmium plated for maximum 
resistance of corrosion and wear, machined 
to perfection by expert craftsmen. 

It will pay you to stock the complete ARRO 
LINE. Write for catalog and jobbers’ special 
discount sheet. 






ARRO EXPANSION 

BOLT COMPANY | 

MARION 
OHIO 





EXPANSION 
BOLTS 


And Allied Products 
SOLD ONLY THROUGH JOBBERS 
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This attractive window display, installed by Maddock & Co., Philadelphia, is helping 
promote the sale of Osborn brushes. L. Simmons, counter clerk, dresses all Maddock 
windows as well as the inside displays 





Here's a section of the new permanent display space for manufacturers, set up by 
Chandler & Farquhar, Boston. (See story, Page 21) 





Whites Hardware, Toronto distributors, had this attractive display at the recent 
Toronto Hardware Men's convention 
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CASTERS 


GIANTS 


PYGMIES 


Check these features of the Bassick line 
5 pm complete line of quality casters A fair sales policy protecting the 
f 


or every type of service...to take interests of distributors. 
care of every customer’s needs. A truck caster catalog that takes the 
Leadership in the caster industry... mystery out of buying. . . Catalog insert 
quality products backed by outstanding pages and sales helps for distributors. 


engineering development. 


THE BASSICK COMPANY, Bridgeport, Connecticut 


Canadian Factory: STEWART-WARNER—ALEMITE CORPORATION OF CANADA, LTD., BELLEVILLE, ONTARIO 
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100 = Average Monthly Sales, 1923- 1925 
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DOLLAR VALUE, AVERAGE ORDER 


ORDERS PER WORKING DAY 
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February put a check on the sharp declines 
down the Sales Indicator and its related charts. 
slipped off but .7, to 70.4, orders per day fell 5.6 to 85.4, while dollar 
value of the average order rose from $14.90 to $15.50. 
except the Western states held fairly even in trade, and a distinct 


gain was registered among distributors in the Southern area. 


NORTH ATLANTIC STATES 


SOUTHERN STATES 


WESTERN STATES 








that have been pulling 
The big graph 


All sections 
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DECLARE YOURSELF AN 


There’s a real profit to be made from the sale of 
Allis-Chalmers Centrifugal Pumps. The market for 
them is practically everywhere you look — water 
systems, dairies, chemical plants, nearly every in- 
dustrial plant — countless other places all use and 
need pumps. Every sale represents a lot of money 
and gives you a good profit— more than in most 
other lines. Allis‘Chalmers pumps are easy to sell 
— the engineering has all been done for you by 


Allis-Chalmers in most applications — and when the 





special ones come along call the Allis-Chalmers 
engineer from the district office nearest you and 
he will help you make the sale. Allis-Chalmers has 
been making pumps for so many years that the 
name means a lot to your prospects — the line is so 
complete you can meet most every pumping appli- 
cation or requirement that may develop. Get the 
whole story of the money you can make from han- 
dling Allis-Chalmers pumps — declare yourself an 
extra dividend from the profit on the Allis-Chalmers 


pump line. 


Weis} 


ALLIS-CHALMER 


MILWAUKEE-WISTONSIN 
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THE BILLINGS & SPENCER CO. HARTFORD, CONNECTICUT, U.S. A. 


Repetition— 
and 





J. T. Swanson, extreme left, and Frank Lov- 
ett, hatless with glasses, round up some 
prospects for their American Saw products 
in their exhibit booth at the Chandler & 


Farquhar show in Boston 


































Power Show Set for 
Dec. 5 in New York 


Announcement has just been made 
that the Thirteenth National Exposi- 
tion of Power and Mechanical Engi- 
neering will be held this year at 
Grand Central Palace, New York City, 
during the week of December 5 to 
10. Since its inception in 1922, the 
power show has become the traditional 
means by which the industry’s man- 
ufacturers and engineers convene to 
take inventory of power equipment 
advances. Manufacturers in the power 
and allied fields will display their 
latest products; and_ professional 
engineers, public utility executives, 
dealers, and technical operatives will 
be on hand to inspect the latest ma- 
chine and material developments, and 
to weigh comparative values. 


Shiffer Resigns Position 


W. S. Shiffer, general manager of 
sales of the Reading Iron Co., of 
Philadelphia, resigned March 1. 


. Since 1869 


users have 


known this 


mark and the DISTRIBUTORS: 
It's worthy of action—WRITE 


Quality it 


represents 


John Wright seems to be putting the Bill- 
ings & Spencer story across with an inter- 
ested customer at the recent industrial show 


held by Chandler & Farquhar in Boston COMMERCIAL DROP FORGINGS - BOARD DROP HAMMERS end DIE MAKING MACHINERY 
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S 
JAFETY is an important element fabricated into every 
The 


practice of building the maximum safety factor into rope 


Plymouth Ship Brand Manila Rope. Plymouth 
commences with the expert selection and re-grading of 
fiber, and it follows through each step in manufacture, 
governed by purpose, experience and extreme care on the 
part of the Plymouth Ropemaker. These Safety Standards 
make for controlled quality in the finished produet—quality 
that you may depend on for superior rope strength and 
longer safe service, often where life and valuable property 
are at stake. 

Rope users recognize Safety as a paying investment, in no matter 


what form they buy it. You can assure them that they always buy 


safety when they specify Plymouth Manila Rope. 


PLYMOUTH CORDAGE COMPANY 


NORTH PLYMOUTH, MASSACHUSETTS © WELLAND, CANADA 


Sales Branches: New York, Boston, Baltimore, Philadelphia, 
New 


Cleveland, Chicago, Orleans, San Francisco 
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"Yes, they're sweet peas and 13 ft. high,” 
says Ernest McCarthy (left), manager of 
Harry P. Leu, Inc., Orlando, Fla., to J. H. 
Holcombe, Southern sales manager of Rus- 
sell, Burdsall & Ward, and W. H. Poindexter, 
special representative for the Columbian 
Rope Co. 


Power Transmission Council 
Issues Three Months’ Report 


The past three months have been 
active ones for the Power Transmis- 
sion Council, Inc., whose headquar- 
ters are located in Boston. Recently 
issued by the Council was a _ book 
entitled “Planned Power Transmis- 
sion in the Metal Working Industry” 
which contains valuable data and 
case studies comparing the modern 
group drive with other methods of 
power transmission. 

The Council reports that engineer- 
ing classes are now being conducted 





by 34 clubs with over 450 students 
studying power transmission. Chief 
| Engineer “Vic” Hanson has completed 
two case studies on the “Automotive 
| 


and Allied Industries Series” and 
these will be available within a 
month. 


Arthur P. Homer, president of the 
Council, reports that twelve plants 
have recently been converted to the 
modern group drive principal and 
eleven new subscribers to the organ- 
ization have been secured. 


Brown of Rockwood 
Makes Southern Tour 


Mr. E. V. Brown of Rockwood 
Mfg. Co., Indianapolis, Ind., has re- 
cently completed a tour of the south- 
ern states. During the trip he called 
upon all the supply houses who han- 
dle Rockwood drives, and in company 
with the local men, visited a number 
of installations, both new and old. 

As an executive of the Rockwood 
Manufacturing organization, Mr. 
Brown has been instrumental in sell- 
ing Rockwood drives to a number 
of industries, co-operating with the 
local houses who represent them. 
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Starrett Verniers have been the final authority on close inspec- - 


tion work for over half a century. Their sure accuracy and abso- ane cia | 
ohh ob dit 


lute dependability have won them a place in every well 


equipped tool crib ...and the confidence of every skilled crafts- $$ ™ 


The tools shown above are: 
man. Revised Starrett Catalog No. 25EG describes and illustrates |. Starrett Vernier Caliper 
No. 122 
7 : 2. St tt V Height 
the complete line of Starrett Verniers as well as more than 3000 ui 
Starrett Vernier Depth 


° es : Gage No. 448 
other fine precision tools. Do you need copies? gy Sc 


410 


THE L. S. STARRETT CO., ATHOLL, MASS., U.S.A. 


World's Greatest Toolmakers —Manufacturers of Hacksaws Unexcelled Steel Tapes, Standard for Accuracy 


Dial Indicators for Every Requirement 
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IT’S EASIER FOR YOU TO SELL 
THESE PRODUCTS THAT ARE 
KNOWN AND LIKED IN ALL 
LINES OF INDUSTRY... . . 


Cash in on this established popularity 


“HALLOWELL” STEEL BENCHES 


<8 ‘ 
Pat'd and Pat's Pend'g. ie, 
Fig. 732 . 
Drawer is extra 


Buyers are quick to recognize the many 
advantages offered by “Hallowell” 
Benches The fact that you can supply 
them with a bench that will exactly fill 
their need right from stock is usually a 
deciding factor “Hallowell” Benches 
have smooth steel tops—rigid flanged legs 
—ample shelf space and  pilfer-proof 
drawer if desired 


“HALLOWELL” STEEL TRUCKS 





Fig. 754. Pat. Applied For 


If you want to supply your prospects 
with floor trucks that will give them the 
best value for their money—you'll sell 
them ‘Hallowells”. The steel platforms 
won't chip or splinter : all parts 
will stay rigid . . . wheels and hubs are 
made for easy rolling, and they're supplied 
in wide variety 


“HALLOWELL” 
STEEL 
TOOL STANDS 


Fig. 705 


Moves easily 
wherever it’s 
needed; an easy 
stand to sell. 
Made in a va- 
riety of types for 
all purposes. 


“HALLOWELL" STEEL STOOLS 


Fig. 1334 
Pat. Apptied For 
1 
Applie 
For Fig. 1249 


The exceptional and lasting rigidity of 
these all welded stools makes repeat sales 
a certainty. “Hallowell” Stools are made 
in a complete selection of styles and will 
more than satisfy your most discriminat- 
ing customers. 


“HALLOWELL” 
STEEL LIFT TRUCK PLATFORMS 


Fig. 799 


These are made to be easy on the floors. 
The end-grain wood legs allow them to 
set down as gently as a cat's paw. You 
can back these to the limit. 


“HALLOWELL” 
STEEL SHAFT 
COLLARS 


Unbreakability 
and machine 
finish combined 
with low price 
give these collars 
a world-wide 
popularity. 
Fig. 100 Patented 


“PIONEER™ 
STEEL SHAFT 
HANGERS 


The original steel 

Shaft Hanger— 

and the only 

hanger with inte- 

gral feet. 

lions in use 

world over Pat'd 
Fig. 300 


WRITE FOR LITERATURE AND DEALERS PROPOSITION 


STANDARD PreEsseEp STEEL Co. 


BRANCHES 


BOSTON 
DETROIT 
INDIANAPOLIS 


JENKINTOWN, PENNA. 


Box 519 


BRANCHES 


CHICAGO 
ST. Louis 
SAN FRANCISCO 
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NEW LINES 


Or 
Distributors 


ELLFELDT HARDWARE & MACHINISTS 
SuppLty Co., KANSAS City, Mo., 
has added the products of Losh- 
bough-Jordan Tool & Machine Co. 


URQUHART SERVICE, DENVER, COLO., 
has added the products of the 
Smolensky Valve Co. 


THE CHARLES C. LEwWIs Co., SPRING- 
FIELD, MAss., has added the prod- 
ucts of Chase Brass & Copper Co. 


Woopsury & Co., PORTLAND, ORE., 
has added the products of the 
Marquette Mfg. Co. 


LYONS MACHINERY Corp., LITTLE 
Rock, ARK., has added the prod- 
ucts of Harnischfeger Corp. 


BoyKIN Too, & SuPpPLy Co., ATLANTA, 
Ga., has added the products of the 
New York Belting & Packing Co. 


W. B. YounGc Suppty Co., KANSAS 
City, Mo., has added the prod- 
ucts of Republic Steel Corp. 


R. C. Duncan Co., MINNEAPOLIS, 
MINN., has added the products of 
the Boston Gear Works and the 
Birdseye Electric Co. 


SCHLAFER SupPLy Co., APPLETON, 
Wis., has added the products of 
the Fiske Bros. Refining Co. 


PITTSBURGH GAGE & SuppLy Co., 
PITTSBURGH, Pa., has added the 
products of Sprout, Waldron & 
Co. 


BeLT-Rope Supp.ty Co., SYRACUSE, N. 
Y., has added the products of the 
American Steel & Wire Co. 


HARDISTY- HARDEN Co., SEATTLE, 
WasuH., has added the products of 
the Fiske Bros. Refining Co. 


CLEVELAND Toot & Suppty Co., 
CLEVELAND, OHIO, STERLING PRopD- 
ucts Co., CHICAGO and COLONIAL 
SuppLy Co., PITTSBURGH, have 
added the products of the Birds- 
eye Electric Co. 


L. Foss, INc., DENVER, COLO., 
GoOoDYEAR RUBBER & ASBESTOS Co., 
PORTLAND, ORE., and the NOotTT- 
ATWATER Co., SPOKANE, WASH., 
have added the products of the 
Fiske Bros. Refining Co. 
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Wherever you are located or whatever your 
V-Belt drive requirements may be, apply to 
Texrope Division, Allis-Chalmers Mfg. Co., for 
we make V-Belt drives for every purpose and 
carry stocks in all principal cities of the United 
States and other parts of the World. e Allis- 
Chalmers originated, developed and pioneered 
the multiple V-Belt drive principle and regularly builds 
drives of from 14 hp. to 2000 hp. However we are equipped 
to build larger drives where unusual conditions require 
them. e The wide range and length of experience that 
Allis-Chalmers has had in building multiple V-Belt drives 
far exceeds that of any other manufacturer in the industry, 
and that knowledge and experience is built into every 
Texrope V-Belt Drive. e Furthermore, the Allis-Chalmers 
Mfg. Co. offers unlimited assistance to users, dealers and 
original equipment manufacturers through maintaining a 
large staff of trained engineers in various districts for the 
purpose of helping in the field. e When you buy Texrope 
Drives you buy not only the most efficient performance, but 
also the quickest and most complete service. Before pur- 
chasing a multiple V-Belt drive consult multiple V-Belt 
headquarters—Texrape Division, Allis-Chalmers Mfg. Co. 


Write for Duro Brace Bulletin 2188 
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conditions of 1920. 
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350 EAST TWENTY-SECOND STREET 
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The new 1160 page general catalog D of the Standard Supply & 
Hardware Co., of New Orleans is one of the most comprehensive 
industrial supply catalogs in the United States. It is a fitting 
successor to their 3 preceding Donnelley-built catalogs, the first 
of which proved its “lifting power” during the adverse business 


Many of the prospective buyers in your 
territory may never see the inside of 
your store. You can take your “hidden” 
stocks to them with up-to-date catalogs. 


For sam ples and full information, write— 


R. R. DONNELLEY & SONS COMPANY 
THE LAKESIDE PRESS 


CHICAGO, ILL. 





} 
| 





Otto Orlich, Simonds Saw & Steel, prepares 

to start the machine to show his vis:tors how 

a Simonds hack saw blade performs at the 
Barrett Show in Joliet, Ill. 





Supplies, Inc., New 
Firm in Chicago 

Supplies, Incorporated, has been or- 
ganized in Chicago for the distribu- 
tion of general industrial supplies 
and equipment and has established 
offices and warehouse at 21 South 
Des Plaines Street. I. T. Bastman is 
president of the new organization, 
and the other executives are A. E. 
Waldschmidt, vice-president; O. W. 
Davis, secretary-treasurer; and D. L. 
Eckholm, sales manager. All are ex- 
perienced Chicago supply men, as are 
two other members of the outfit, W- 
L. Paterson and T. E. Sprigings. 

Supplies, Incorporated will cover a 
territory within a 50-mile radius of 
Chicago. 


Promotion in Lewis Firm 


H. R. Fowler has been promoted 
to purchasing agent of the Charles 
C. Lewis Co., Springfield, Mass. Mr. 
Fowler is well qualified for his new 
position having eighteen years ex- 
perience in all departments of the 
Lewis organization. Richmond Lewis, 
vice-president of the firm, is now 
on a West Indies cruise. 





L. J. Cashman (left) and J. T. Harden 
(Dodge Manufacturing Corp.) talk it over 
with a visitor at the Barrett Hardware Show 
in Joliet, Ill. 































BECAUSE THE J-M 

PACKING LINE IS EASY 

TO STOCK AND HANDLE, 

MOVES FAST, AND HAS 

GIVEN US 18 YEARS OF 

STEADILY INCREASING 
VOLUME 


ITH this statement, Mr. J. E. 
Dilworth, President of the 
J. E. Dilworth Co., Memphis, Tenn., 
summarizes the experience of leading 
distributors throughout the United 
States. And his explanation for the 
outstanding success of the J-M 
Packing line is logical. 
J-M Packings provide the depend- 
able service that every customer 
demands. Their trouble-free per- 


formance on the job brings apprecia- 
ble operating savings. The reliability 
and economy of the J-M line keeps 
customers sold . . . builds up your 
reputation . . . and results in more 
profits for you. 

In addition, every large packings buyer 
in your territory knows the J-M line. 
Steady advertising and merchandising 
campaigns are constantly keeping him 
informed on how J-M Packings can help 
him. Our own sales force is always work- 


ing for you on your buyers. . . will gladly 
work with you on any sales, service or 
recommendation problems you may have. 
And the J-M distribution policy is specifi- 
cally designed to protect your interests. 


Handling J-M Packings works to the 
mutual benefit of all concerned. Your cus- 
tomers are assured of complete satisfac- 
tion. You get increased sales, bigger 
profits. Why not send for the whole story 
on the J-M Packing line? Write Johns- 
Manville, 22 East 40th St., N. Y. C. 


@® Memphis building of J. E. Dilworth Co. Here, and in Vicksburg, Miss., this company, 
since its organization in 1920, has been a leading Southern distributor of J-M Packings. 


Liddy bit tsittit 
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Fast sellers because 
they're First Quality 
and brilliantly Trade Marked 


High 
Speed 


Steel 
The Bright Blade 










Special 
Alloy 


Steel 
The Red Blade 


Ye Tungsten 


Steel 
The Black Blade 


A Complete Line of 


SIMONDS 


HACK SAWS 


In hand or power sizes 


for every metal cutting job 


SIMONDS SAW AND STEEL CO 


FITCHBURG, MASS 
* 
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Control of the Bemis & Call Co., recently 

passed into the hands of Porter Chase (left) 

its new president and treasurer and Howard 

A. Lincoln, vice-president and general 
manager 


New Salesmen for 
Manning, Maxwell & Moore 


Manning, Maxwell & Moore, Inc., 
Bridgeport, Conn., makers of valves, 
gauges, safety valves, thermometers 
and control instruments, announces 
the assignment of nine new general 
field salesmen to territories. 

New territories have been created 
and salesmen with headquarters as 
follows to serve them: Charlotte, 
N. C., Paul Hayden; Jacksonville, 
Fla., W. H. Kissam; New Orleans, 
La., R. F. Heath; Minneapolis, Minn., 
K. W. Johansson, and Columbus, 
Ohio, W. S. Adams. 

The following territories where the 
firm maintains’ offices are being 
strengthened by the following sales- 
men: New York City, V. W. Farris; 
Philadelphia, H. H. Jones; Chicago, 
H. B, Stallings, and Tulsa, C. W. 
Velie. 

Two new district sales managers 
have also been appointed as a part 
of this sales force expansion. R. W. 
Neel, who has represented Manning, 
Maxwell & Moore for a number of 
years, is now in charge of the newly 
created Southeastern district with 
headquarters in Atlanta. Malcolm 


Black has been made manager of the 
Southwestern district with headquar- 
ters in Tulsa. 





H. G. Clayton, Brown & Sharpe, answers the 
questions of a man who wants to know at 
the Barrett Hardware Show in Joliet, Ill. 

















TWIST DRILL AND 
MACHINE COMPANY 
NEW BEDFORD, MASS., U.S.A. 


NEW YORK STORE: 130 LAFAYETTE ST. = «= = = CHICAGO STORE: 570 WEST RANDOLPH ST 


MILL SUPPLIES @ APRIL 1938 61 





THE SUREST AND 
MOST ECONOMI- 
CAL WAY OF SELL- 
ING YOUR PROD- 
UCTS TO INDUSTRY 
1S THROUGH IN- 
DUSTRIAL SUPPLY 
DISTRIBUTORS 
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JTORS 


mel (2ve with your 


customers . 


They know the active industrial buyers...they’re on the 
ground every day...and they are securing a larger volume 
of the available supply business. 


In every section of the country...covering every smoke 
stack...there is a strong, well financed sales and service 
organization of industrial supply houses, geared to mect 
the special requirements of their local territory. 


The Springfield-Holyoke territory boasts 
a wide range of manufacturing. Promi- 
nent plants include Bigelow-Sanford, 
American Writing Paper, Westinghouse, 
Gilbert & Barkers, United-American 
Bosch, Chapman Valve, Jones & Lamson, 
Fiberoid, Skinner Silk Mills, National 
Blank Book, Springfield arsenal, White & 
Wykoff Mfg. Co. and dozens of others, 


Here, for example; is a picture of the industrial supply 
distributor organizations in the Springfield-Holyoke (Mass. ) 
territory. Incidentally, in 1937 these firms enjoyed a sales 
volume exceeding $2,250,000 on industrial business alone 
... pretty fair proof that in their territory industrial sup- 
ply distributors are the users’ preferred source of supply. 





Just as distributors are ‘on the inside" of local business 
: have intimate contact with the country's 250,000 
industrial users ... MILL SUPPLIES has direct and inti- 
mate contact with the 
management and salesmen 
of the country's industrial 
supply houses. For exam- 
ple, 36 executive and sales- 
men subscribers in the 
houses pictured above... 
every one thoroughly cov- ; 
ered by MILL SUPPLIES. / 


/ 
330 W. 42d St., New York, N. Y / 


A McGRAW-HILL PUBLICATION 




































BARNES 
BLADES 


Barnes Blades are as faithful as man’s 
best friend. That's the way we make 


them—that’s why users like them. 


Stock Barnes Blades today. Six types— 
a blade for every cutting need—and 


our serviceman helps you sell. 


te 


W. 0. BARNES CO., INC., Detroit, Michigan 
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The customer seems captivated by Harry 

Masters’ explanation of the Starrett line. 

Scene: Starrett booth at the recent show 
held in Boston by Chandler & Farquhar 


Retail, Wholesale Trade 
Census Gets Under Way 


Recognizing the growing need for 
current information on retail and 
wholesale trade, the Bureau of the 
Census is undertaking, immediately, a 
survey of business on a major sample 
basis for the first quarter of 1938 
and for each quarter of the calendar 
year 1937. 

The schedule forms which will be 
employed in taking the Census con- 
tain inquiries that will provide sales 
and pay roll information for each 
quarter of 1937 and the first quarter 
of 1938. All information will be col- 
lected and compiled for _ identical 
establishments. 

In deciding upon the questions to 
be asked of the retailers and whole- 
salers, the Bureau followed its usual 
policy of direct contact with repre- 
sentatives of trade. Meetings with 
retailers and wholesalers were held 
on February 17 and 18 in Philadel- 
phia, the headquarters for the Survey. 
Among the trades represented at 
these meetings were: hardware retail- 
ers, electrical wholesalers, paint and 
varnish wholesalers, etc. 

Schedule forms were to be mailed 
to retailers and wholesalers the lat- 
ter part of March. It is urged that 
all those who receive them supply 
the information promptly as the value 
of the results will be greatly enhanced 
by their timely release. 

Fred A. Gosnell, Chief Statistician, 
who was in charge of the 1933 and 
1935 Censuses of Business, is also in 
charge of this project. 


Lamps Now Stocked 


Wilson & Pugh Co., Cumberland, 
Md., has recently added General Eléc- 
to its stock. 


tric Mazda lamps 


























spre USE 
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wine ROPE = 


@ Every safety engineer will wish that every man con- 
cerned with wire rope had a copy of this new booklet: 
“The Safe Use of Wire Rope.” 


It is a little booklet (pocket-size) but it is filled with 
facts of mighty importance to the man who handles wire 
rope. Send for your copy today. Or better still—send 
for enough copies to pass around to a// your wire rope 
men. They are free. 

Remember: this booklet was written by the men who 
steadfastly adhere to their oldest tradition: “In Business 
for Your Safety.” 


HAZARD WIRE ROPE DIVISION 


Established 1846 





N Soy AMERICAN CHAIN & CABLE COMPANY, Inc. 
& “a WILKES-BARRE, PENNSYLVANIA 
oe District Offices: New York, Chicago, Philadelphia, Pittsburgh, Fort 
Ye “a Worth, San Francisco, Denver, Los Angeles, Atlanta, Tacoma 
SAFE 


‘} ALL HAZARD WIRE ROPES MADE OF IMPROVED PLOW STEEL ARE 
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Hazard Wire Rope Division, 

Dept. MS 

American Chain & Cable Company, 
Inc., Wilkes-Barre, Pa. 


Send me___copies of your book- 
let “The Safe Use of Wire Rope” 


Name 
Firm 
Address 
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A FEW OF THE 137 
AMERICAN CHAIN & CABLE 
INDUSTRIAL PRODUCTS 


AMERICAN CHAIN DIVISION 
(DOMINION CHAIN COMPANY, Ltd.,in Canada) 
Weed Tire Chains e Welded and Weldless 
Chain ¢ Malleable Castings 
Acco-Morrow Lubricators 
ANDREW C. CAMPBELL DIVISION 
Abrasive Cutting Machines e¢ Floformers 
Special Machinery ¢ Nibbling Machines 
FORD CHAIN BLOCK DIVISION 
Chain Hoists ¢ Trolleys 
HAZARD WIRE ROPE DIVISION 
Lay-Set Preformed Wire Rope e “Korodless” 
Wire Rope e¢ Preformed Spring-Lay Wire 
Rope e Guard Rail Cable 
HIGHLAND IRON & STEEL DIVISION 
Wrought Iron Bars and Shapes 
MANLEY MANUFACTURING DIVISION 
Automotive Service Station Equipment 
OWEN SILENT SPRING COMPANY, Inc. 
Owen Cushion and Mattress Spring Centers 
PAGE STEEL AND WIRE DIVISION 
Page Fence @ Wire and Rod Products 
Traffic Tape @ Welding Wire 
READING-PRATT & CADY DIVISION 
Valves ¢ Electric Steel Fittings 
READING STEEL CASTING DIVISION 
Electric Stee! Castings, Rough or Machined 
Railroad Specialties 
WRIGHT MANUFACTURING DIVISION 


Ch Hoists « Electric Hgjsts and nes 
Gu Y Your e 


1MNtis fot 
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YAR WAY 


IMPULSE 
STEAM TRAP 





KNOWS NO 
“SEASONS” 


Yarway — the Trap Leader in Supply 


House Sales —is a year ’round profit 
producer. 


Most widely used for draining a wide 
variety of steam processing equipment 
— its primary market thus is unaffected 
by so-called “‘heating seasons’’. 

This fact is reflected by leading Yarway 
Trap Distributors who have and con- 
tinue to order stock, regularly, every 
month of the year. They are serving 
the hundreds of such typical manufac- 
turers as Lee of Conshohocken (Lee 
Tires), who purchased Yarway traps 
every month in 1937. As many in Spring 
and Summer as they purchased in Fall 
and Winter. 


How many plants are there in your ter- 
ritory like this one ? How about “‘asking 
them to buy”? 


YARNALL-WARING COMPANY | 


Mermaid Place, Philadelphia 


66 


LOOK . . . something attracts the interest of the crowd at the 1938 Electrical Trade 
Show of the Electrical Manufacturers’ Representatives Club of New England, held in 
Boston, March 9, 10, II 


SEE... here is what they were looking at—the exhibition unit of the new Allis-Chalmers 

vari-pitch speed changer (left foreground). Other Allis-Chalmers products on display 

in this exhibit include a rotary air compressor, distribution transformer, rocking contact 

voltage regulator, AFR feeder voltage regulator mechanism, synchro-operator for sychron- 
izing generators and conduit circuit breaker 


What a crowd! They came 11,000 strong to the first annual Informa show staged by 
the Purchasing Agents’ Association of Indianapolis here in the Murat theater March 
2, 3 and 4 


MILL SUPPLIES © APRIL 1938 








(Photo Courtesy Caterpillar Tractor Co.) 


Factories Making Products Requiring Grease are Prospects for 


LINCOLN 


LUBRICATING EQUIPMENT 


Two great markets are open to distributors of Lincoln Indus- 
trial Lubricating Equipment. 

All manufacturers of products involving initial lubrication in 
the course of production or assembly are prospects for Lincoln 
Power Operated Lubricant Dispensing Units or some Lincoln 
Hand Guns. If there are many units to be greased, or if a large 
quantity of grease is required per unit, the work can be done 
quicker and easier with the aid of heavy-duty equipment of the 
type shown at left. If the requirements are not so great, a wide 
range of smaller equipment is available. 

In addition to the market mentioned above there is another 
great outlet for Lincoln products in maintenance service. Practi- 
cally all factories, mills, mines, shops and roundhouses are 
prospects for Lincoln Lubricating Equipment designed for cor- 
rect lubrication of bearings and other moving parts. 

Lincoln Catalog No. 60 illustrates and describes the type of 
equipment to meet any and every need. It also covers the com- 
plete line of Lincoln KLEENSEAL and Button Head Fittings 
made in all types and sizes to meet all modernization and re- 
placement requirements. 








Sold only through selected mill supply distributors 








LINCOLN ENGINEERING COMPANY 


PIONEER BUILDERS OF LUBRICATING EQUIPMENT 
GENERAL OFFICES ST LOUIS MO FACTORIES ST LOUIS, MO. DETROIT. MICH 


Lubmaster Model 292 
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“THE ENGINEER WHO USES 
BELMONT PACKING 





ure Asbestos 


Packing—Belmont 30 


Made from closely 
woven asbestos 
cloth frictioned 
with a heat-resist- 
ing rubber com- 
pound. The center 
asbestos block is 


Ss made by folding 


the cloth upon it- 


self. The rubber cushion is com- 
pounded to remain resilient when 
subjected to extreme tempera- 


furnished lubri- 


cated and graphited unless other- 


Rubber cushion 


supplied on all packing space 
sizes from 7/16" 


upward; smaller 
bber cushion. 


Square Braided Asbestos 
Packing—Belmont 754 
Made of Long Fibre Asbestos 
Yarn, with a fine copper wire 


h strand. Braided 


square in the same manner as in 
braided flax pack- 
ings. Each strand 


rn 


It- 


Belmont Distributors, we want you to meet “An 
Economist in Overalls.” 


to know him—because he’s a factor that’s helping 


We're sure you'll be glad 


to swell your sales this month. 

From the pages of leading trade publi- 
cations he’s smiling his message of 
saving. He’s pointing out to industry 
the job that Belmont will do—and that 
Belmont Packings are sold through the 
Belmont Distributor. 

Furthermore, he’s telling packing buyers 
all about the Belmont Sample Kit. How 
—thanks to this ingenious little kit—the 
buyer can actually see the quality of the 
packing he has selected. Also, that no 
Belmont Distributor is ever without it. 
Having met our “Economist”, you and 
your prospect now have a mutual friend, 
because your prospect has met him too 
—in his favorite industrial magazine. 
It's an advantage that you should im- 
mediately follow up. Today, make that 
call you've been putting off all week. 
We can almost bet it'll be a sale! 
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ing inathoroughly 
lubricated finished 
packing, which 
avoids possibility 
of hardening in 
service, 


THERE’S 


Some choice territories still open. Write 
today. 
BELMONT SUPPORT 
HELPS DISTRIBUTOR SALES 


BELMONT PACKING FOR EVERY SERVICE 


BELMONT 


roe: C S 


THE BELMONT PACKING & RUBBER COMPANY 
BUTLER AND SEPVIVA STREETS e PHILADELPHIA, PA. 


) in 
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National Association 
Ballots on Officers 


Ballots have been sent out to 
members of the nominating commit- 
tee of the National Supply and Ma- 
chinery Distributors’ Association for 
the nomination of officers to serve 
during the coming year. Those on the 
slate are: For president, W. T. Ryan, 
Cutter, Wood & Sanderson Co., Cam- 
bridge, Mass.; for first vice-president, 
Charles E. Curtis, Western Iron 
Stores Co., Milwaukee; for second 
vice-president, A. R. Smith, Boyer- 
Campbell Co., Detroit. 

Members of the nominating commit- 
tee are: Chairman, Russell C. Duncan, 
R. C. Duncan Co., Minneapolis; Area 
No. 1, F. H. Page, Page, Steele & 
Flagg Co., New Haven, Conn.; Area 
No. 2, Arthur Yorke, Hansen & 
Yorke Co., New York City; Area No. 
3, W. C. Hunter, Ross-Willoughby Co., 
Columbus, Ohio; Area No. 4, Harry 
Barrett, Barrett-Christie Co., Chi- 
cago; Area No. 5, John T. Potts, the 
Galigher Co., Salt Lake City; Area 
No. 6, A. J. Glesener, A. J. Glesener 
Co., San Francisco. 

On March 9 the Association office 
mailed out a ballot for the nomina- 
tion of representatives for each area 
to serve on the executive committee. 
Members have until April 9 to regis- 
ter their choice in this matter. 


Hascup Becomes Buyer 


James Hascup who has been on the 
sales staff of H. W. Mill & Co., Pater- 
son, N. J., for a number of years 
has been made buyer for the Pater- 
son and Newark stores of the firm. 


"Uncle Joe" Hottel (right) beloved veteran 
of the mill supply industry and vice-president 
and secretary of the Delta File Works for 
the past 33 years died on March 25. This 
recent picture shows him in a characteristic 
pose while talking to David C. Jones of 
Lunkenheimer. Mr. Hottel was a past presi- 
dent of the American Supply and Ma- 
chinery Manufacturers’ Association and had 
been actively associated with the industrial 
supply field for over 50 years 





















ADVERTISEMENT 
APPEARING IN 


Power 
West Coast Lumberman 
Construction Methods 
Mill & Factory 
Timberman 
Oil and Gas Journal 
Petroleum World 
Rock Products 
National Engineer 
Oil Weekly 
Buildings & Building 
Management 
Iron Age 
Western Construction News 
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Rope is complete . . . standard as well as Wisscolay Preformed Rope... 

a definite size and kind of rope for every purpose. There is no “don’t 
carry it” for the Wickwire Spencer Distributor. He can satisfy every 
inquiry. Write today for the Wickwire Spencer distributor’s plan. 


.  WICKWIRE SPENCER 
| STEEL COMPANY 


General Offices: 41 East 42nd St., New York City 
Worcester - Chicago - Buffalo - San Francisco 
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: WICKWIRE SPENCER line of Wire 















THANKS FOR THE NICE ORDER FOR STAR HACK SAW 
BLADES. ALL OUR CUSTOMERS SEEM TO LIKE THEM. 
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The Stock Room Clerk says 
STAR Blades 


ore swell 


perfect shape ond the workmen ask for them 


Most mill suppl 
packing STAR Ble 


1. A Packaging Improvement. . sure to 
catch and hold the attention of every man 
who buys or uses Hack Saw Blades. 

2. Advantages will be Readily Recognized 
. « « Q@nd welcomed by your customers— 
@ Metal-Box Protection . . . no more lost 

or damaged blades due to broken card- 
board containers. 


des in metal boxes: 


® Double-hinged, double grip-lock lids 
- » giving easy access to blades. 
@ Instructions always handy .. . plainly 


printed on bottoms and lids. 

® General Utility Value ... make handy 
containers for odds-and-ends after 
blades are used. 


This marked improvement in packaging means more profit for you . . 


will help you increase sales. 


STAR GIVES US PACKAGE CONVEN- 
JENCE WITH A QUALITY BLADE. 
SPECIFY THEM BECAUSE OF WHAT 
OUR BOYS IN THE SHOP SAY. 


WE 











Metal boxes for 
They keep the blades in 


last longer 


3. 


4. 


. Occupy Less Shelf Space . 


STAR BLADES i 
METAL BOXES 


























“THEY SELL THEMSELVES”’ 





The Workman says: STAR Blades cut better and 
ends 


The boxes are fine for odds-and 


when empty 


houses have already recognized the many advantages of 


Better Merchandise to Handle . no 
more transferring of stock because of 
blades becoming mixed as a result of 
broken-end cardboard containers. 


Stack Like New Money .. pile evenly 
on your shelves in straight, attractive 
rows. 


- metal boxes 
require 20% less space on stock shelves 
or in drawers than cardboard containers. 


. Easily Kept Clean . . dampness, dirt, and 


grease cannot affect the permanent, full 
color, litho-coated finish of these modern 
metal boxes. 


. a "plus" value that 


STAR metal boxes have been welcomed by customers every- 


where as an added value to the famous STAR Blades. 


Carry a Complete Stock 


*HAND AND POWER = TUNGSTEN AND “MOLY’”’ 


STAR HACK SAW BLADES 


MIDDLETOWN, N. Y. 


CLEMSON BROS., INC. 
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“PACKED IN MODERN METAL BOXES 


@ 8237 


‘< 
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New Officers Named 


| For Samuel Harris Co. 





New officers have been named for 
Samuel Harris & Company as a re- 
sult of the recent death of L. A. 


Wendell H. Clark 
(left above) be- 
comes president of 
Samuel Harris & 
Co., with Samuel H. 
Clark, secretary and 
treasurer, and C, J. 
Dickinson (left) 
newly elected vice- 
president of Burke 
Hardware 





Clark, for many years president of 
this Chicago distributing organization. 

Wendell H. Clark has been named 
president, while Samuel H. Clark be- 
comes secretary and treasurer and 
Gordon S. Clark becomes vice-presi- 


dent. W. H. Clark was formerly 
vice-president. All are sons of the 
late L. A. Clark. They have been 


actively affiliated with the company 
for a long time and are widely known 
in the mill supply field. 

Wendell Clark also becomes presi- 
dent of an affiliated organization, the 
Frank Burke Hardware Company, 
Waukegan, Illinois, of which he was 
formerly vice-president, while Sam 
Clark retains the post of secretary- 
treasurer. C. J. Dickinson, for some 
years general manager of the Burke 
Company, has been elected vice-presi- 
dent. 


Parsons Elected Director 
of Jones & Laughlin Steel 


Lewis M. Parsons was recently ap- 
pointed vice-president in charge of 
sales and a director of the Jones & 
Laughlin Steel Corp., Pittsburgh. 

Mr. Parsons now is in charge of 
all sales activities including district 
sales offices throughout the United 
States. He began his career with 


| Jones & Laughlin in the sales division, 


and before his recent promotion was 
manager of sales in the Philadelphia 
office. 














@ Sales come easier, volume grows faster when you talk SKILSAW 
to your prospects . . . it is known and respected as the unques- 
tioned leader in its field! For 18 years, since we introduced the 
first electric handsaw, SKILSAW has been the choice of builders 
the world over . . . more than 100,000 have been sold. Today, 
SKILSAW is stocked and sold by more distributors than any other 
make! 9 powerful models offer a size for every sawing need . 

a sale for every prospect! 


SOLD ONLY THROUGH RECOGNIZED DISTRIBUTORS 


SKILSAW, INC., 3310-20 Elston Ave., Chicago 


214 E. 40th St., New York © 52 Brookline Ave., 

Boston * 1429 Spring Garden, Philadelphia * 1253 

S. Flower St., Los Angeles * 2065 Webster St., 
Oakland. 


SAVE MONEY | 
N 
6§ * LS £VERY (NOU STRY! 


ae 
VQOVALPVe SNE <~SN~ 


T SANDERS 


pIsc S$ ANDERS 
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new 40-page Duff-Norton Catalog No. 115—sent upon request. 


Tae DUFF-NORTON MANUFACTURING COMPANY 
PITTSBURGH, PA. 
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Silliter-Holden. Install 
103-f#. Belt Drive 


The largest leather belt drive now 
in use in Hartford was recently in- 
stalled by Silliter-Holden, Inc., at the 
Capewell Mfg. Co. The belt drives 
from a sixteen foot diameter fly wheel 
on a steam engine, is 60 in. wide and 
103 ft. long. It is constructed of 
three plies of heavy oak tanned 
leather. The choicest center cuts of 
approximately 250 native packer 
heavy steers were used in making 
this belt and it is made with water- 
proof cement throughout. 

It travels at a speed of nearly a 
mile a minute and is capable of trans- 
mitting 1,000 hp. Silliter-Holden is 
Hartford’s newest supply house, hav- 
ing been organized in May, 1935. 


Lewis Supply 
Hit by Fire 


Fire, damage of which was esti- 
mated at $10,000 by officials, brought 
out 19 pieces of fire equipment to the 
Lewis Supply Co., Memphis, Tenn., on 
March 1. The blaze was confined to 
the third floor of the five-story fire- 
proof building occupied by the firm 
and E. C. Atkins Co. The loss was 
covered by insurance. 

The fire originated among oily rope 
packing and waste material, and 
water played on the blaze accounted 
for a big part of the damage. The 50 
or more employees in the building 
continued at work while firemen 
fought the blaze. 


Two Lines Added 


Buhl Sons Co., Detroit, Mich., are 
now stocking Multi-Seal rivets and 
Enduro stainless steel. 





Detroit distributor! Joseph M. Schenck, 

president, H. D. Edwards & Co., has long 

been identified with industrial supply acti- 
ties in Michigan's motor capital 
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Electrocoated Garalun tor E#icient 
Finishing of Fine Cabinet Work 
Here it is—Armour’s ELECTROCOATED GARALUN—a 


surface coated, woodworking abrasive of sharp, long- 
lasting, even-cutting uniformity, particularly engineered 
for high-speed belt-sanding equipment. Ideal for smooth, 
quick surfacing and finishing of fine furniture and cabi- 
net work. Coated by the electrostatic process, each abra- 
sive grain acquires an electrical charge, and is pulled 
through a static field by thousands of volts of power— 

to be deeply embedded on end in glue applied to backing. 

Armour's Electrocoated Garalun ‘THe sqme process arranges abrasive grains at equal 

(aluminum oxide) is available in 3 7 

standard size sheets and rolls, belts minute distances apart. 

or discs on cloth or paper backings. Write for details of our dealer franchise plan. 


ARMOUR SAND PAPER WORKS 


Division of ARMOUR and COMPANY 
eS S08 OS aod we oO Con -s- Reon Been Tete) 


Stocks Distributed from branches in following cities: 
BOSTON NEW YORK BUFFALO PHILADELPHIA MILWAUKEE DETROIT PITTSBURGH CLEVELAND 
95 00)0-0. 9-0 te) mt.) i ae AO) 05 f-) SAN FRANCISCO LOS ANGELES SEATTLE HIGH POINT, N.C. CINCINNATI 
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TUF -FLEX 


The amazing new TUF-FLEX Blade continues 
to be a sensation. This general purpose blade 
is entirely different —super-flexible, super- 
tough, extra hard, non-stripping, almost un- s 
breakable. Its performance on thin sheet and ’ 
tubing or on large sections, drill rods and tool 
steels is equally remarkable. Here’s a blade 
your customers will order and re-order. 





Details on TUF-FLEX and on scores of other 
new items in the fast growing Millers Falls 
line are given in the big Catalog 42—just off 
the press. Send for your copy today. Please 
address Dept. Sl. 


MILLERS FALLS 


COMPANY 
Greenfield, Mass. 









MILLERS FALLS 
TOOLS 


4 
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Co-workers for a long time. Harry Barrett 

(left) president of the Barrett-Christie Co., 

Chicago, J. G. Christie, secretary-treasurer, 

and R. P. Kemp, sales manager. Mr. Kemp 

has been with the organization since its 
beginning 


Jacob Disston, Saw 
Manufacturer, Dies 


Jacob S. Disston, retired treasurer 
of Henry Disston & Sons, Inc., saw 
manufacturers, died at his Southern 
home in Belair, Fla., at the age of 76 
after an illness of several weeks. 

Mr. Disston was the youngest son 
of Henry Disston, founder of the com- 
pany. He retired from active par- 
ticipation in the firm in 1925, The 
funeral for Mr. Disston was _ held 
March 3, at his home in Chestnut Hill, 
Philadelphia. He is survived by his 
widow, Mrs. Effie F. Disston; two 
sons, Jacob S.' Disston, Jr., and Hor- 
ace C. Disston, and five married 
daughters. 


Canton Hardware Co. 
Builds Sales by Mail 


Instead of sending out envelope 
stuffers at odd intervals to plants 
and industrial organizations, Canton 
Hardware Co., Canton, Ohio, has a 
regular system of mailing literature 
on a particular line each week directly 
to purchasing agents to stimulate 
sales in the line they are pushing. 
The results, the firm reports, are very 
satisfactory. In line with this plan, 
W. C. Hollinger, manager of the mill 
supply department is active in the 
local purchasing agent’s association. 

The firm by enlarging its receiving 
room entrance and installing an over- 
head door has made it possible for 
the largest freight trucks to enter 
the building right up to the unloading 
platform. 


New Inside Salesman 


James D. Thompson has been added 
to the inside sales force of the Ell- 
feldt Hardware & Machinists Supply 
Co., Kansas City, Mo. Mr. Thomp- 
son’s past experience includes four 
years with George Worthington Co., 
of Cleveland, Ohio. 
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It may be time to check 
up on your Pipe Tool Set-up 


The use of pipe in industry is steadily increasing for the 
modern factory has become a maze of air lines, steam 
lines, water lines, oil lines and gas lines. Today, industry 


uses a large portion of the pipe and pipe tools manu- 
factured. 


If your pipe tool sales are not reflecting this increased 
industrial business, it may be time to check up on your 
pipe tool set-up. 


In the industrial field especially, the logical line to carry 
s "ARMSTRONG BROS." It is the 
most complete line manufactured. It 
is the "improved" line, with hardened 


steel, alloy steel and drop forged parts wherever they 
will add to performance or tool life. It is the cadmium 
plated line. It is the widely advertised line and these 
are the pipe tools with the Arm-and-Hammer Trade 
Mark that is recognized everywhere as the guarantee of 
highest quality in tools. 


Right now with new construction, alteration and plant 
re-conditioning starting or contemplated, is a good time 
to make a drive for pipe tool business. On request we 
will furnish pipe tool catalog for mailing to prospects 
and counter use. 


ARMSTRONG BROS. TOOL CO. 
305 N. Francisco Ave., Chicago, U. S. A. 
Eastern Warehouse and Sales: 199 LaFayette St., New York, 


San Francisco London 


_ ARMSTRONG ae HOLDERS Are Used in Over 96% of the Machine pei: and Tool Rooms 


a Sigil Be OEE "6 
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HOLLOW SC 


The Heart of 
the Policy 





Just what és the “Distributor Sales-Policy”, as practiced by 
those of your suppliers who really have one? 


In simplest terms, in sincerest form, it is an attitude of 
helpfulness toward the Wholesaler: — help in cultivating his 
market; help in the personal-selling field, in the advertising- 
promotional field; help in increasing the saleability of the goods 
handled. 

And emphatically it means help to the Distributor in getting 
all that is coming to him in the way of trade discounts on every 
order that leaves the factory for his territory. 


At least this is the Allen conception of a basic Distributor 
policy — and it seems to be the Distributor’s conception as 
jointly worked out with the Allen Company through nearly 30 
years of close reciprocity. 


THE ALLEN MEG. COMPANY 


HArrrorn, Conn. U.$.A. 
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Knapp Supply Holds 
Annual Industrial Show 


Knapp Supply Co., Muncie, Ind., 
held its annual two-day plumbing, 
heating and industrial show on March 
15 and 16 and reports it was the 
largest show ever conducted by them, 
both from the standpoint of exhibitors 
and attendance. 

The first day of the show, exhibits 
were thrown open to the general pub- 
lic. The second and closing day the 
show was open only to plumbing and 
heating customers and their friends. 

Refreshments were served and door 
and attendance prizes were given. 


New Book Explains 
Robinson-Patman Act 


A new book, “The Robinson-Patman 
Act,” by Wright Patman, published 
by The Ronald Press Co., 15 East 
26th St., New York City, gives an 
exceedingly clear and detailed analysis 
of the law. 

In this new book, the first-hand 
authority deals with questions arising 
under the Act from those who must 
do business in accordance with it. 
Representative Patman answers near- 
ly 400 specific questions which have 
been asked him as to what is, and 
what is not permitted under the law. 
These questions cover situations and 
trade practices arising out of all sorts 
of distributing arrangements. 


Urquhart Going Places 


M. B. Urquhart of Urquhart Serv- 
ice, Denver, Colo., has been in Salt 
Lake City and traveling through the 
Pacific Northwest since March 1. 
M. J. Ferrie has been working the 
southern part of the state. 





W. W. Scott, sales manager, signal division, 

Federal Electric Co., Chicago, basks in the 

sun for a moment outside the firm's plant 

while a MILL SUPPLIES camera hound does 
his stuff 














7/8” AMERICAN 


TIGER BRAND WIRE ROPE J 
HOISTS WORLD’S HEAVIEST ° 





rV- 

Salt 

the 

1. ERE you see one of the four sheaves, each and heaviest ever made for a bridge, were 

the weighing 56 tons and measuring 151% feet raised and swung into place “‘as if between finger 
in diameter, which had to be lifted a vertical and thumb of a giant hand’”’. 

ma distance of 210 feet during the construction of a ’ 
new lift bridge across the Calumet river in Chicago. No Wonder It’s the Best Seller! 

A big job? A tough problem? Yes. But the You can sell American Tiger Brand to customers 
contractors in charge knew the answer. They who must have super wire rope performance, 
used American Tiger Brand Wire Rope—2700 and to customers hunting for operating econ- 
feet of 76” cable, 6 by 19, in nine parts. Mounted omies on ordinary jobs. Over one hundred 
on a special drum and used with a 100 ton years’ experience in wire making is behind our 
capacity floating derrick, American Tiger Brand claim that American Tiger Brand is the best wire 
came through again. The huge sheaves, largest rope to use—and the best to sell. 

|S) American TIGER BRAND Wir 
e Rope 
AMERICAN STEEL & WIRE COMPANY 
Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, Russ Building, San Francisco 
United States Steel Products Company, New York, Export Distributors 
fision, 
n the 
plant 
does 
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THE UNITED STATES aN ELECTRICAL TOOL CO. 


TEC Sie > A <—— OHIO . U.S.A 


MILL SUPPLIES © APRIL 1938 








| 


A happy (business) family. Part of the staff 
of the Teuscher Pulley & Belting Co., St. 
Louis. Standing left to right—Freda Steus- 
sie, bookkeeper; Lorine Kuerz and Mary 
Weiss, stenographers, and John M. Glynn, 
traffic manager; seated—Barth Freihaut, sec- 
retary-treasurer, and C. W. Lamers, sales- 
man. Ed C. Teuscher, president, was 
vacationing in Florida when MILL SUPPLIES’ 
picture taker flew in 


R. C. Neal Makes 
Western Factory Tour 


R. C. Neal, president of the R. C. 
Neal Co., Inc., Buffalo, N. Y., left 
March 25 for a two-weeks’ tour of 
the West, visiting various factories 
in Cleveland, Tiffin, Dayton, Detroit, 
Chicago and Denver. 

In accordance with the firm’s prac- 
tice of keeping all salesmen posted on 
developments in new equipment, eight 
of the salesmen of the company at- 
tended the recent exhibit of the 
American Society of Tool Engineers 
held in Detroit. Those attending were 
Frank S. McCoy, Ray H. Harris, 
Claire W. Crofoot, Harry J. Lock, 
Merrit T. Wilson, Ray C. Neal, How- 
ard E. Stratton, Clifford M. Sears 
and his son. 


Charles Bronson, Veteran 
of Atkins & Co., Dies 


Charles S. Bronson, who was a 
member of the E. C. Atkins Co., 
saw manufacturers of Indianapolis 
for 55 years, died recently at the 
home of his son, Walter L. Bronson, 
in Port Washington, L. I., New York. 

Mr. Bronson was 81 years old and 
was personnel manager of the Atkins 
organization during his late years 
with the company. He was well liked 
for his congenial and friendly under- 
standing toward all employees and 
their problems. He was an honorary 
life member of the Atkins “Pioneer” 
club in which he took an active part. 


Flexrock Branch 


A new Flexrock Co. branch with 
carload warehouse stock has _ been 
placed in Atlanta, Ga. In charge 
of this new major branch is J. F. 
Prince, who is a native of Georgia 
and has been in the building main- 
tenance industry for a number of 
years. 





SELL THE BEST THERE IS! 


Takes ‘‘Yankee”’ to stand up under punishment: That’s 
what screw drivers get from your customers! Every 
‘*Yankee”’ blade individually tested. Can’t twist or break; 
or loosen in handle. No. 90.—Standard: Fifteen sizes, 11" 
to 30" blades. No. 95.—Cabinet: Eleven sizes, 24" to 152" 
blades. Order from Mill Supply Jobber. For ‘‘Yankee’”’ Tool 
Book, write Dept. ML, North Bros. Mfg. Co., Philadelphia. 
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No doubt you've sold lock-nuts 
and nut locking devices before 
but you've never carried one 
with the exclusive sales fea- 
tures found in 





The Nut that can’t shake loose. 





The fact that this nut is entirely se!f- 
contained, with no separate pins or 
washers to bother with, has proven a 
big selling point. It saves considerable 
time and effort for the mechanic using 
them on assembly. He can’t fumble or 
drop the cotter pin or washer, or even 
forget it entirely. In one operation, he 
puts the “Unshako” on the bolt. . 

turns it tight and knows it will stay 

. vibration can't dislodge it. 


















Look into “Unshako” Self-Locking Nuts 
as a steady selling item. Let us tell 
you of the success other dealers have 
had. You're not obligated. 








INDIANAPOLIS 








Pat’d. and 
Pat's. Pending 


SELF-LOCKING NUT 


distinctive 
sales features .. 2 cece 











We are helping you to 
sell “Unshako” with 
Advertisements in the 


following trade jour- 
nals: 

American Machinist 

Aviation 

Iron Age 


Boating Industry 

Rock Products 

Motor Boat 

Machinery 

Oil Weekly 

Modern Machine Shop 
Railway Mechanical Engineer 
Machine Design 

Product Engineering 
Engineering News-Record 
Industrial Equipment News 
Tool Engineer 


this 
and 


Cash in on 
publicity —carry 
sell the “Unshako”™ 

















Box 519 


STANDARD PRESSED STEEL Co. 


BRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT ST. Louis 


SAN FRANCISCO 
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Distributors in Big Role 
Ir. Indianapolis "Informa" 


Industrial distributors figured 
prominently in the first annual 
informa-show staged by the Purchas- 
ing Agents’ Association of Indianapo- 
lis, in the Murat theatre March 2, 
3 and 4. 

A throng estimated at 11,000 ex- 
clusive of women and exhibitors, at- 
tended the show, and at times it was 
necessary to close the doors because 
of the press of the crowd anxious to 
see the products on display. So large 
was the attendance that it is already 
being planned to put on next year’s 
show at the State Fair Grounds. 

W. J. Holliday and Co. had a total 
of 1,100 square feet of display space. 
This included a central section which 
Holliday provided so customers and 
prospects would have a place to rest, 
and exhibits of eighteen manufac- 
turers. 

Central Rubber and Supply Co. 
had a section comprising 660 square 
feet of floor space, and 23 manufac- 
turers represented by Central dis- 
played their products in this area. An 
interesting feature of this exhibit 
showed a chain bucket conveyor, over- 
head chain conveyor, flight conveyor 
and belt conveyor—all in action, con- 
veying or elevating material. The 
moving conveyors and elevators at- 
tracted a great deal of attention. 

Vonnegut Hardware Company had 
550 square feet of floor space, in 
which fifteen manufacturers showed 
their wares. In addition, six other 
Vonnegut manufacturers had booths. 

Indianapolis Belting and Supply 
Co., Indianapolis Machinery and Sup- 
ply Co., the Van Camp Hardware and 
Iron Co., and the Central Supply Co., 
each in association with a number of 
its manufacturers, presented impos- 
ing displays. In all, 178 manufactur- 
ers participated in the show. 

George L. Stalker, manager of the 
mill supply department and purchas- 
ing agent of W. J. Holliday and Com- 
pany, was a member of the purchas- 
ing agents’ committee in charge of 
the “Informa Show.” 









Chicago wholesalers and other electrical 
men recently attended a luncheon given by 
Van Cleef Bros., Chicago, manufacturers of 
tape and rubber products, and also were 
taken on a tour of the Van Cleef plant. 
Here's the gang lined up after the tour 





LUNKENHEIMER 125 Ib. SP 
BRONZE GATE VALVES — 











Unusually strong and rugged and with features de- 
signed for added service life these 125 lb. SP bronze 













































ly gate valves offer many advantages to valve users. 
al 
th Non-heat, easy grip, mal- 
: leable iron handwheel. 
- Stuffing box is deep and well 
7 packed. Hexagon head gland in 
re all sizes. 
1C- 
~ Hard bronze stems with long power- 
vit ful thread, accurately machined. 
r- 
or Perfectly machined surfaces form 
~s tight seats for repacking valves 
at- under pressure when wide open. 
ad Heavy wide flats on bonnet pro- 
-" = ide fi h hold 
EB vide firm wrench hold even on 
er —_ smaller sizes. 
hs. —— 
i — Bonnet collar is exception- 
nd —= ally sturdy and provides 
10-5 = tight body-bonnet joint. 
of a 
= ——s Disc wing guides and body 
2 } guide channels are beveled | 
the Zz to insure easy assembly. | Il | 
as- = 
8 TT Bodies have full flow pe 
of I | } % straightway areas. Long | 
| pipe thread and ample Single Wedge Disc 
- UM | clearance at end of thread veanaiinarine se 

prevent pipe ends from 

Double Wedge Disc jamming against seats. 

Taper Seat 
Rising Stem 
THE LUNKENHEIMER C2 
‘QUALITY = 
For detailed design and CINCINNATI, OHIO. U.S.A. 
construction features NEW YORK CHICAGO 
write for circular No. 544 i ee ee — a 

rical 4 J 
1 by 
of ( soieR OR. EG ey Dee Se wusricatine 
were ; 
or j MOUNTINGS VALVES DEVICES 












tour 11012-43-14 





MILL SUPPLIES © APRIL 1938 81 








SELLING FANS 
IS EASY! 


When it gets hot—everybody buys... 


Victer 
“Ternades” 
High velocity 
—powerful 
motor— 
construction. 
Two sizes,” 20° 
and 22", also 
available in 
short pedestal 
and ceiling 
mounting 
m 





Covers wide floor area, 

ideal for commercial cool- 

ing. Low in cost and easily 

installed. Both 12" and 
16” sizes. 


82 


and they'll all want 


VicToR's 
MIRACLE BREETE 













You don’t have to coax, argue and plead to get 
a good fan order. Even poor business condi- 
tions can’t stop you. The reason is that Mother 
Nature does all the work by turning on the heat 
and making fansa positive necessity. This sum- 
mer it’s going to get hot—real hot—and your 
customers are going to buy fans. You can have 
this profitable business by asking for it now.If 
you have the Victor line, you'll be able to satisfy 
any buyer and take care of any cooling need. 

Victor offers a complete line of quality-buile 
fans with many exclusive sales features; and 
they are priced to appeal to the sharp buyers. 
Learn now what Victor offers— get the facts 
about Victor's amazing ‘Miracle Breeze” 
—write for catalog today! 


VICTOR ELECTRIC 
PRODUCTS, INC. 


746 Reading Road Cincinnati, Ohio 
Makers of 
Victor In- Bilt Kitchen Ventilators 


NEW! FREE! 


Complete specifications and prices 
on all Victor Fans send for your 
free COpy nou 





r . 
gE... 

Mimncis 

Otters 
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Association Officials 
Return from Western Trip 


Russell C. Duncan and George A. 
Fernley, president and advisory sec- 
retary, respectively, of the National 
Supply and Machinery Distributors’ 
Association, have returned from a 
tour of midwestern, Rocky Mountain 
and coast cities. 

Messrs. Duncan and Fernley visited 
Omaha, Denver, Salt Lake City, Port- 
land, Oregon, and San Francisco. Mr. 
Fernley went on to Los Angeles, Mr. 
Duncan finding it necessary to return 
to Minneapolis following attendance 
at the conference of wholesale hard- 
ware men in Del Monte, California. 

In each of these cities, meetings of 
distributors had been. prearranged, 
at which Mr. Duncan spoke on the 
subject of the distribution of indus- 
trial supplies, equipment and _ tools 
and Mr. Fernley on taxes. At each 
meeting, there was a round-table dis- 
cussion of problems affecting the field 
of industrial distribution. 

In each city, too, the visitors called 
upon various supply houses and stud- 
ied their methods of operation. 


Mau-Sherwood Supply 
Increases Sales Force 


Believing expansion is the keynote 
to increased sales during depressions 
and recessions the Mau-Sherwood 
Supply Co., Cleveland, Ohio, has 
added three new salesmen to its staff. 
All of the men are well known in 
the territories they are working. 

The new men, R. R. Hanks and 


S. W. Boharic, will be located in the 
Cleveland territory, and C. William 
Morin will cover the Erie, Pa., area. 





Fred Knowles (left) and Hal Wright of 
Nicholson File seem a little tired after a 
rousing good day at the recent Belcher & 
Loomis industrial show in Providence, R. |. 
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CLEVELAND 


The advertisement reproduced above ex- 
plains FACTS about the performances of 
CLE-FORGE HIGH SPEED DRILLS in a 
large industrial plant. The data was obtained 
by a firm of independent engineers. In the 
case of two operations, CLE-FORGE 
DRILLS were beaten out by another brand 
of drills. In two other operations, CLE- 
FORGE DRILLS proved themselves to be 
very much superior and considerably less 
costly than two other brands. Where CLE- 
FORGE DRILLS were beaten, the differ- 


ences were so slight as to make them neg- 


TRADE MARK REG 


30 READE ST. NEW YORK 9 NORTH 


j< 








6515 SECOND BLVD..DETROIT 
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DRILLING COSTS 


Under Competition 


And—to make the 
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ligible. 
FORGE demonstrated a definite over-all 


superiority. 


Averaging the four tests, CLE- 


FACTS of this nature make excellent selling 
ammunition for mill supply salesmen who 
offer “Cleveland” tools. You do not have 
to talk generalities, but are able to talk 
“specific performance” with your customers. 
If you have any customers whom you think 
would be interested in this, ask us to send 


you a copy of Performance Survey No. 92. 


(And_ don’t 
Supplies). 


hesitate to mention Mill 


TWIST DRILL 
(On 68 B= a> am 4 
1242 EAST 49" STREET 
CLEVELAND 


JEFFERSON ST. CHICAGO 


654 HOWARD ST. SAN FRANCISCO 
$5°36° 37 UPPER THAMES ST..E.C.4 
































onsider these 10 
HOLO-KROME 
offers — 


I—a New and Better Product 
2—unusual selling features 





3—-selective distribution 
4—individual market surveys 
5—productive selling plans 
6—forceful advertising helps 


7—factory trained men to assist 
Distributor's Salesmen 


8—a manufacturer squarely in 
back of his Distributor 


9—volume sales at a profit 
10—a clearly stated Policy 


100% DISTRIBUTOR POLICY 





HOLO-KROME 
FIBRO FORGED 


trade mark 


Socket Screws 


THE HOLO-KROME SCREW CORP. ° HARTFORD, CONN. 
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Hall, President of 
Paine Co., Dies 


Eugene C. Hall, Sr., president and 
general manager of The Paine Com- 


pany, Chicago, passed away recently - 


following a prolonged illness. 
Mr. Hall, who was 54 years of age 
at the time of his death, took up his 


EUGENE C. HALL, SR. 


permanent residence in Glen Ellyn, 
Ill., thirty years ago. In 1919 Mr. Hall 
became associated with M. H. Paine, 
of Glen Ellyn, who had commenced 
the manufacture of Paine spring 
wing toggle bolts in 1912, as a mem- 
ber of the firm, and, in association 
with Mr. Paine, was instrumental in 
developing The Paine Company and 
bringing it through the early, trying 
years to its present status as a lead- 
ing manufacturer of metal special- 
ties for industry. The company will 
celebrate its twenty-fifth anniversary 
this month. 

Prior to his association with the 
Paine organization, Mr. Hall was 
comptroller of Lewis Institute, Chi- 
cago. He was a member of the board 
of directors of the DuPage County 
Bank (now the DuPage Trust Com- 
pany) and for some years was vice- 
president. He had also served on the 
Glen Ellyn village board, the grade 
school board and as president of the 
Glenbard high school board. Deceased 
was a member of the Congregational 
church. 

Mr. Hall is survived by his widow, 
a sister, daughter and two sons, Wil- 
liam Mason Hall and Eugene C. Hall, 
Jr., who are actively carrying on the 
business of the Paine organization. 


Frey Moves 


Frey Industrial Supply Co., for- 
merly the Christie Frey Co., Los 
Angeles, Cal., has recently moved to 
a new and much larger building at 
3828 Santa Fe Ave., Los Angeles, 
where more space, larger stocks, and 
available parking space for customers 
are provided. 





Bite-Rite triumphs. 
7 ests in actual use, with 
brand names of files 
hidden. Time and again 
Bite-Rite Files selected 
as different, better. 


faster, smoother work 


Staggered teeth cut, level, and 
smooth at one stroke. Disston 
Bite- Rite File combines speed, 
long life and smoothness of filed 
surface. Disston engineering de- 
veloped a sturdy, sharp tooth 
with correct contour cutting tip. 
Proper support at back. Rugged 
shoulders between teeth. 


Combined with this is the Disston- 
designed non-clogging gullet. 
Round, smooth, open. Cuts heavy, 
long, curling chips from metal 


Filing. Bite- Rite teeth. 
Sturdy, sharp, durable, 
well-supported, 


Non-clogging Gullet. Round, 
smooth, open. Free, clear, clean 
discharge of chips. 


with fewer strokes. 
from a lathe tool. 


Every stroke with a Disston Bite- 
Rite File takes off more metal. 
Finished work is cleaner, smooth- 
er, done faster, as the file cleans 
itself after every cut. See and feel 
the difference when you work 
with this different file. Made by 
Henry Disston & Sons, Inc., 
Philadelphia, U.S. A. 

For sample files, write Distrib- 
utor of Disston Bite-Rite Files. 


Like chips 


New Fast Speed. Disston Bite- 
Rite File produces long, curling 
chips. Fewer strokes; faster filing. 


BITE-RITE 


i’ DISSTON : 








’ DIFFERENT 


See how Bite-Rit 

teeth are staggered t: 

cut, level, andsmoot 
at each stroke. 





Work’s-eye view—lookin 
into Cutting Face of 
Bite-Rite File. 











One of a series of 
Schrader national industrial 
advertisements. 


When selling the Schrader line, you find 
prospects everywhere. Air is used in all 
industries. By showing how economi- 
cally air really can be handled, you make 
customers right and left, not only for 
Schrader products, but for all kinds of 
pipe and fittings, compressors and air 
tools. 


Write for the Schrader proposi- 


tion. 


Schrader 


REG. U.S. PAT. OFF. 


A. SCHRADER'S SON, BROOKLYN, N.Y. 


Division of SCOVILLE MANUFACTURING COMPANY, INCORPORATED 
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SCHRADER 
INDUSTRIAL 
PRODUCTS 


Blow Guns 
* 
Blow Valves 
* 
Airline Couplers 
. 


Air Hose Fittings 


eo 
Hydraulic Gauges 
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| Service Supply Stages 


Machinery Show 


A machinery show featuring actual 
demonstrations of industrial equip- 
ment and contractors’ supplies was 
held March 25, 26 and 27, by the 
Service Supply Corp., Philadelphia. 
An unusual operating exhibit was a 
Johnson full-size bulk cement hand- 
ling and batching plant. 

The following equipment and ma- 
chines were in actual operation dur- 
ing the show: Bay City shovels, 
cranes and hoes; Rex concrete and 
plaster mixers, and pumps; Interna- 
tional tractors; Bucyrus Erie bull- 
dozers and bullgraders; Warco power 
control road graders; Blaw-Knox clam 


| shell buckets; Hercules road rollers; 


| Spencer Steel 


Chicago Pneumatic air compressors 
and air tools; McKiernan-Terry pile 
hammers; Howell industrial trucks, 
and Littleford tar kettles and torches. 
Other firms holding exhibits include: 
Alemite Co., Ford Chain & Block 
Mfg. Co., Robbins & Myers Co., Tim- 
ken Roller Bearing Co., Wickwire 
%o., Hercules Co., and 
Toledo Pipe Threading Machine Co. 
In addition to these manufacturers 


| a number of labor saving devices de- 


signed for materials handling were 


| exhibited. Other features of the three- 
| day show included door prizes, re- 


freshments and movies. 


Trumbull Mfg. Co. 
Builds New Warehouse 


A new warehouse has been com- 
pleted for the Trumbull Mfg. Co., 
Warren, Ohio, to house its stock of 
nails and other wire products. 

The firm recently added Keystone 
lubricants, Turner blow torches, Luf- 
kin tools, Ray-O-Vac flashlights and 
the products of The Scott Paper Co., 
to its stock. 





. ~~ pee 


View of the Central Rubber & Supply Co. 

(Indianapolis) booth at the Informa show 

staged by the Purchasing Agents’ Associa- 

tion of Indianapolis March 2-4. (See story, 
news section) 
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ODAY, there are many business 
men who are making the most of their 
workmen’s time through applying them 
usefully to cleaning and reconditioning work 
around factory buildings, machinery, boilers, 
tanks, iron work—preparing surfaces for 
painting, and countless other odd jobs. 


Here’s a real opportunity to put punch 
into your sales efforts. Talk steel wire 
brushes because they are so necessary for 
cleaning operations. Inevitably you will also 
find orders developing for other products 
you sell as. well. 


Milwaukee Steel Wire Brushes are real 
sales stimulators because they give you 
entree into all types of industrial and com- 
mercial establishments—large and small. 


Use them as a sales weapon . . . there’s 
a substantial profit in such business and re- 
peat orders that are worth while. 





THE MILWAUKEE BRUSH MANUFACTURING COMPANY 
2212-2236 North 30th Street MILWAUKEE, WISCONSIN 
The Key Line to Correct Industrial Brush A pplication 
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ABRASIVE PRODUCTS. INC 


A Sales Asset on Abrasives 


24 Hour 
Delivery Action 


“Red tape” and delays are 
eliminated — the minute an 
order hits our shipping desk 
it gets “rush service” plus 
careful attention to every de- 
tail. No matter whether re- 
quirements are standard or 
specialized your customers 


get 24 hour delivery action. 


ABRASIVE 


JEWELOXK © JEWEL EMERY © JEWEL 


GARNET 


Your customers will appreciate the fact that 
no amount of weather or rough handling 
fazes “Masterpak”, a package with exclu- 
sive construction features — developed by 
Abrasive Products, Inc. for the safe delivery 
of Jewel Abrasives. No bent corners — no 
torn edges—every inch usable. ‘“Masterpak” 
assures complete protection against moisture 
and other damaging elements. Jewel Abra- 
sives reach your customers factory-new! If 
you want to get your abrasive selling out 
of the rut, into the path of more profitable 
sales, write today for details of the Jewel 
Franchise — ask bow the AP Free Trial Offer 
Abrasive Products, 


Inc., South Braintree, Mass. 


PRODUCTS 


JEWELITE @ JEWEL FLINT 


makes new customers. 


© NEW PROCESS 
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Salesmen of Noland 
Co. Meet in Richmond 


The Noland Co., Inc., whose gen- 
eral offices are in Newport News, Va., 
recently held a general sales conven- 
tion lasting a week in Richmond. 
Men from all of the fifteen branch 
houses were in attendance. 

Numerous discussion groups were 
held and lines of new products were 
discussed. A few of the larger man- 
ufacturers sent representatives to 
Richmond to contact the assembled 
Noland men. 


Represents Templeton, 
Kenly on West Coast 


Templeton, Kenly & Company, Chi- 
cago, recently announced the appoint- 
ment of W. Frank Horne as a repre- 
sentative to sell Simplex Jacks 
through jobbers in the states of 
Washington and Oregon. 

Mr. Horne is a graduate mechanical 
engineer, who has had experience on 
both the purchasing and selling sides 
of the fence and also five years ex- 
perience in a business of his own. He 
has previously served in a similar 
capacity as manufacturers’ repre- 
sentative in Wisconsin and upper 
Michigan. 


Riechman-Crosby Holds 
Electrical Sales Contest 


The Riechman-Crosby Co., Mem- 
phis, Tenn., are now exclusive repre- 
sentatives in the Memphis trade area 
for the General Regulator Corp., Chi- 
eago, Ill., on their line of ventilating 
fans. 

Sales in the electrical department 
are rapidly increasing, due to a con- 
test the Riechman-Crosby Co. are 
sponsoring. To the salesman who 
sells the most electrical equipment 
and supplies over his quota from 
March 1 to July 1 will be awarded 
one of General Regulator Company’s 
kitchen window ventilators. 





“We're happy about the whole thing,” says 
the sales force of Riechman-Crosby Co., 
Memphis, Tenn., just after they were told 
of a sales contest to win a kitchen venti- 
lator for high sales of electrical supplies 
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CUTTERS 





































STEEL 


HERCULES cornice 
25% Stronger’ 


NOTE THE EXTRA “SWELL” 
OF STEEL AT THE WELD 


Fabricated from special analysis, heat treated steel, 
Hercules Loading Chain is further strengthened by 
the patented “Inswell” welding process which builds 
extra metal into the weld on the inside. Every link 
is carefully tested to twice its safe 
working load, and stamped with 
the letter “H”—yowr assurance 
of extra safety and extra wear. 
Bright nickel-like appearance. 
The perfect load chain. Sizes 
from *i¢" (safe working load 
1,100 lbs.) to 4” (s.w.|. 
12,500 Ibs.) 













WHERE STRENGTH 
1S VITAL 


*25% Higher in Elastic Limit 
*25% Higher in Tensile Strength 
*25% Higher in Safe Working Load 


General Sales Offices: TONAWANDA, N. Y. 


YOU'LL SAVE 


you stit Wational 
TWIST DRILLS, HOBS, REAM- 
ERS AND MILLING CUTTERS! 


COLUMBUS-McKINNON CHAIN CORP. 








NATIONAL TWIST (gay DRILL anv TOOL CO. 
DETROIT U. S. A. 


Tap ond Die Division, WINTER BROS. co., Wrentham, Mass. 
Factory Branches: « NewYork -« Chicago °« Philadelphia ° 
Distributors in Principal Cities 










Cleveland 
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Caught in the act—shirt sleeves and all! 


| Yes, sir, the photographer grabbed this one 


of James Tate "stripped for action" on his 
job as sales promotion manager for Delta 
Mfg. Co., Milwaukee 


| William S. Roe, Inc. 
Has Four-Day Show 


William S. Roe, Inc., Newark, N. 

J., held an industrial exhibit March 

29, 30, 31 and April 1 at which 60 

manufacturers displayed their latest 

products. This Spring show served 
to inaugurate the firm’s reorganized 
and modernized store and warehouse. 
The Roe company effectively publi- 
cized its industrial show by sending 
invitation pamphlets to all purchasing 
agents, chief engineers and customers 
| in the northern New Jersey territory. 
With the great deal of interest that 
was aroused, the huge crowds that 
attended this four day event was no 
surprise. Many prizes were awarded 
each evening and refreshments were 
served as well. 

William C. Morton was recently 
| appointed sales manager of the Roe 
| organization. He brings to his new 
connection many years’ experience in 
the industrial field. He left the fac- 
tory sales staff of the Wailes Dove- 
Hermiston Corp., recently to take up 
his new duties on March 1. 








Guess What 


(Answers to Questions on Page 29) 








1. Cotton duck. 

2. 28 to 42 oz. 

3. 12 to 48 inches. 

4. Covered and impregnated with 
rubber. 
5. Plies. 
6. Yes, extra layers of “breaker 














DOUBLE WELD HOSE 





LATEST 


hermol 


DEVELOPMENT 





< La ee i. 
or a a id saab ne te a bd 


For over fifty years Thermoid has been making 
hose—good hose, for all types of industrial ser- 
vice. As a result of the constant research and 
development work necessary to make good indus- 
trial rubber products better, Thermoid announces 
still another new product — Double Weld Hose. 
Although new, assurance of its satisfactory 
performance is as old as Thermoid itself. 

Thermoid Double Weld Hose overcomes the handi- 
caps of hose lines that tangle and twist—and gen- 
erally slow up production. It contains two equal 
lengths of specially constructed hose, one with a red 
cover and one with a green cover, bonded 


it Ba 











Mote than half a century of Progressive 









together to form a single unit. For attaching to 
separated fittings, Double Weld Hose may be split 
into separate hoses for any required distance. 
Splitting beyond the desired point is prevented by 
a special clip supplied by Thermoid. (See inset.) 
Double Weld Hose is ideal for welding and cutting 
equipment. It is just as flexible as ordinary weld- 
ing hose, and is carefully built to do its job well. 
When you sell Double Weld Hose, you sell more 
than just a new product. You sell your customers 
an operating economy which results from faster, 
more efficient workmanship. Thermoid Rubber, 
Division of Thermoid Company, Trenton, N. J. 


Engineering and Product Development 


FLAT AND V BELTS: HOSE~- PACKINGS - BRAKE LININGS 
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INEVITABLY— BIG VOLUME! 








925 


Of heavy gauge stamped steel. 
Consists of a sleeve (upper 
part) and an expansion cup 
(lower part). Used with a car- 
riage bolt. Square shoulder on 
bolt prevents turning when 
tightening nut. MAN! Here's 
Holding Power. 


"PAI 


Type No. 1—Fig. 





One Mill Supply man tells us 
of a factory space only 20’x20’ 
that required seventy-two 
Paine Steel Anchors. 


It's a mighty small member of 
Industry that can't use at least 
1000 Paine Anchoring ates 
to good advantage... 
try this for the Sales Quote 
Blues: 








Next time around, cast your 
eyes about you. You'll sense 
the big potentiel volume re- 
sulting from recommending 
this great expansion anchor 
wherever a secure, lasting 
anchorage is wanted for any- 
thing in concrete, stone, brick, 





marble, tile and similar 

aeons Type No. 2—Fig. 930 
N E WwW S N oO T E Consists of any specified ma- 
Oh, yes! Paine Steel Anchors ye "belt gpg oe ger tg 
are 100% efficient in both threaded expansion cup. As the 


exact depth and bottomless 
holes. They require no special 
skill, no exact alignment and 
no special tool to use. 


screw or bolt is tightened, tie 
cup jaws spread upward and 
outward to the greatest expan- 
sion area of any steel anchor. 


Dept. 784, 2951 CarrollAve., CHICAGO 
79 Barclay Street, NEW YORK 





COMPAN Y 








Bronze Gate Vaive 





Bronze Globe Valve 





alves 





for every service 
in industrial plants 


Iron Body Gate Valve 


HETHER 


low, 


your customers want 


medium or __ high-pressure 


valves, in bronze or iron, with screwed 
or flanged ends, and in gate, globe, angle 
or check patterns, you will find an ex- 
actly suitable Kennedy design. Kennedy 


Valves are sure to please because of their 





attractive appearance, sturdy proportions, 


clean-cut machine work and_ reliable + 


operation, 
Send for the Kennedy Catalog 


The Kennedy Valve Mfg. Co. 
Elmira, N. Y. 





Check Valve 


KENNEDY 





VALVYES~PIPE FITTINGS~FIRE HYDRANTS 
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OS & Y Gate Valve 








fabric” are put on and vulcanized 
in place. 

7. Breaker fabric is usually car- 
ried all the way across the top, and 
the rubber cover is much heavier 
and thicker. 

8. Extra plies are often laid along 
the edge of heavy-duty belts, step- 
ped in width toward the center. 

9. To increase its tensile strength. 

10. It should have more plies. 

11. Covers should be thicker or 
of better materials. 

12. The carcass. 

13. A higher-quality 
or impregnation. 

14. Temperature and exposure to 
moisture, as long as within reason, 
are not important. All the others 
are. 

15. Width. 

16. Capacity. 

17. Belt must be wide enough 
so that chute will not clog. 

18. 14-inch pieces in a uniform 
mixture, 2-inch pieces in an unsized 
mixture. 

19. 3 and 4, 43 and 8, 7 and 14, 9 
and 18, 11 and 20, 14 and 24. 

20. Speed should be the slowest 
possible to carry the load, thus keep- 
ing the belt full and reducing break- 
age and belt wear. 

21. Belts up to 16 inches wide 
should not ordinarily travel over 
300 feet per minute, up to 24 inches 
wide up to 450 f.p.m., and over 36 
inches wide not over 600 f.p.m. 

22. Loading is much harder on 
a belt than carrying the load—so 
the number of times the belt passes 
over the idlers and around the pul- 
leys is the real determinant. 

23. As low as three in a food- 
conveying belt, and up to 13 on a 
belt taking heavy tension. 

24. 25 |b. per in. 

25. The factor is 30 lb. per inch, 
so the maximum working tension is 
30 x 30, or 900 Ib. 


“friction” 


Sam Supplier's Family 


(Answers to question on page 29) 


Sam has four daughters and three 
sons. 








Saw Blade Sense 
(Continued from Page 28) 








further and there is greater chip 
clearance. The finer the tooth, the 
slower the saw cuts and the less 
risk of tooth breakage. Fine-tooth 
saws make cleaner cuts. Remem- 
ber that at least 2 to 3 teeth should 
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Fa 
CHIP CHASER _ solid 


stock in handy case 


‘ 


OSTE 


LEADER easy- 


cutting die-stock 
BULLDOG 


opening, adjustable 


quick 


~ 


300” 


ootliiilns thai THREADING EQUIPMENT 


(WILLIAMS 


machines; 4 sizes 


WILcoO 
‘thrifty threader’ 


the famous 


..asaleable answer| 


fr 


to every inquiry: an 


THE OSTER LINE INCLUDES: 


POWER-DRIVEN PIPE-THREADING MACHINES, for 
SOLID and ADJUSTABLE DIE-STOCKS, PLAIN, 


TORCH CUTTER for PIPE INTERSECTIONS 
BOTH MAINTENANCE and HIGH PRODUCTION AND ACCESSORY WELDING EQUIPMENT 
RATCHET AND GEARED.. “Leader,” “Bulldog,” SERVICE... . "300" Series, “Rapiduction,” “Wilco” ° 
“Bull Pup” and “Chip Chaser” end Standard i 
e POWER PIPE CUTTERS 
PORTABLE PIPE-THREADING MACHINES... “Tom e 
Thumb,” “Power Boy,” and “Willie Williams” “BESTOIL” CUTTING Olt 


Also PRODUCTION AND PORTABLE POWER 
BOLT-THREADING MACHINES.. 
and “Tom Thumb.” 


. “"Rapiduction” 


The OSTER-WILLIAMS line never type and capacity. @ Aggressively 


leaves you unprepared. Whatever 
pipe-threading job faces your 
prospect, the completeness of the 
OSTER-WILLIAMS line gives you 
a hand tool, portable or station- 
ary machine to recommend which 
will exactly fit his particular thread- 
ing needs ... in cost as well as in 


Soles Office: 2041 E. 61st St., Cleveland, Ohio 


advertised . . . backed by vigorous 


direct cooperation . . . and con- 
. « the OSTER- 
WILLIAMS line, from “Threading 


Headquarters,” 


stantly improved . 


produces steady, 
profitable volume and satisfied cus- 
tomers for supply houses and supply- 


house salesmen who feature it. 


Factories: Erie, Penna. and Cleveland, Ohio 


New York City Showroom and Office, 292 Lafayette Street 
Philadelphia Showroom and Office, 111 North 3rd Street 


THE OSTER MANUFACTURING COMPANY 
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THE | 
IS NOT TOO GOOD 
FOR DAVIS 














N the Davis factory, the modest 

pipe strainer comes into its own. 
All types are accorded the finest 
treatment and get the benefit of 
the same precision methods of con- 
struction as are used for all Davis 
Valve specialties. As a result, 
Davis strainers repay the favor 
with much better than average 
service. When you sell Davis 
strainers, your customers are pro- 
tected against the annoyance of 
carelessly threaded or assembled 
parts, and your equipment is given 
the finest protection obtainable. 
Available in bronze, semi-steel, or 
steel in a complete range of sizes 
for service on steam, gas, air, 
water, or oil lines. 


Write 


PROMPT reply will be given to your in- 
quiry for catalog, prices, discounts, etc. We 
carry large stocks of standard items and 
can make quick delivery. Special control 
problems solicited. DAVIS REGULATOR 
CO., 2544 S. Washtenaw Ave., Chicago, Ill. | 


94 


be imbedded in work at all times. 
See Fig. 2. 


Many users of hand hacksaws | 


ruin blades by sawing too fast. 
Good speeds are between 40 and 
60 strokes per min., the lower for 
harder materials. Tungsten-steel 


power-saw blades should not be run | 


over 60 strokes per minute dry, but 
with adequate coolant can be run 
as high as 90 to 100 strokes per 
minute. High-speed steel and 


molybdenum-alloy blades should be | 


run at these speeds, always lubri- 
cated of course; stainless and nickel 
steel—100 strokes per minute; high- 
speed and vanadium steel—125; 
manganese steel—100; machinery 
steel—150; angles, pipe, etc.—150. 


General Suggestions 


In either a power or hand hack- 
sawing job, the major thing is to 
be sure the blade has at least two 
to three teeth in the work all the 


time. On thin sheet-metal, where | 


such a thing cannot be done if the 
material is sawn straight through, 
it is customary to saw at an angle, 
see Fig. 4. If the teeth straddle the 
work, they will rip out. 

For successful hand sawing, be 
sure the worker has a good frame 
and that the blade is held tightly 
in it. Too loose a blade wabbles, 
cuts crooked, and may break. But 
too tight a blade may break if the 
saw is cramped or twisted, and 
may break out at the pin holes. 
Handsaw blades are always inserted 
with the teeth pointing away from 
the handle. See that the operator 
bears down on the forward stroke 
enough to make the teeth cut, for 
if a saw blade glides over the work 
it will glaze the cutting edges and 
ruin the teeth. Be sure too that he 
lifts the blade slightly on the return 
stroke, that he doesn’t bend the 
frame sideways, that he cuts hard 
and tough material slower than he 
does softer materials, and that he 
does not start at corners unless it 
cannot be avoided. See that his 
starting cuts are long and slow; not 
short and jerky. 

Machine blades must be of proper 
thickness and length, and have the 
correct number of teeth for the 
work. On a draw-cut machine (98°; 
of present units), the teeth point 
to the right of the operator, on a 
push-cut to his left. Blades must 
be held tightly, because a loose blade 
will cut crooked and wear out rap- 
idly. A new blade should be tight- 
ened after the first and second cut 


MILL SUPPLIES @ APRIL 1938 


Four short words tell why Darts 
provide the only real economy in 
pipe unions: they stand repeated 
use. For only Darts have two 
bronze seats, ground to a true 
ball joint. That's why you don't 
have to jam a Dart to get a leak- 
proof joint. That's why Darts 
come apart easily, and make up 
again and again, tight as ever. 
And Dart bodies and nuts are 
made of extra-heavy air-refined 
malleable iron, to resist pipe 
strains, thread distortion, wrench 
abuse! 


In other words Darts are money-savers 
for your customers—money-makers for 
you. Tell Dart's story—and Darts will 
write their story on your books—in 
dollars and cents. 


Write for Dart's jobber policy today. 


PEE, 


wnt © os 


E. M. DART MFG. CO., PROVIDENCE, R. I. 
Sales Agents: 
The Fairbanks Company, New York, and all 
branches. 
Canadian Factory: 
Dart Union Company, Ltd., Toronto, Canada. 





A NEW PROFIT ITEM 


This advertisement in March and April issues of Sheet Metal 
Worker and April issues of Mill and Factory, American 
Machinist and Modern Machine Shop will introduce the new 
Black & Decker Lectro-Shears to the trade. New and wider 
fields of selling are opened for you by this new tool. Sell 
Black & Decker Lectro-Shears now! 


Sidics Py a 0 ye 1on—or write for details. The Black & 
* “0-4 752 Pennsylvania Avenue, Towson Maryland 





Me 


Black 


World's Largest Manufacturer of 















you don't have 
to be a 


CHRISTOPHER 
COLUMBUS 


to discover 











The most ‘in demand’ of all truck 

pumps is the new ROPER. For 

pumping liquids thin as water or 
gooey as printer's ink. 


ROPER 


OEPENOABLE s 


You are regularly selling hundreds of plants 
in your vicinity. 
plants have uses for one or several of the 


many different types of ROPER PUMPS. 


Under the Roper Distributor Plan you 
can do a real profitable pump business. 


The majority of these 


Write for our plan which includes real 
protection and very definite sales, engi- 
neering and advertising assistance. 


GEO. D. ROPER CORPORATION, Rockford, Illinois 


ER SR Kstary PUMPS 








The names WeldOlets" and’ ThredOlets” 
are Bonney trade-marks registered in the 
United States Patent Office. Full patent 
coverage has been granted in the United 
States and foreign countries. 


BONNEY wWELDOLETS:‘THREDOLETS 


AINTENANCE of piping systems, alter- 

ations, new take-offs, all offer you 

tremendous possibilities for the sale of Bonney 
WeldOlets and ThredOlets. 

Because of the savings they will make for 
your customers and the ease and convenience 
with which they may be installed, they have 
become accepted as the standard fitting for 
making branch pipe outlets by welding. 

The illustrations show a 6’ WeldOlet being 
installed on an 8” line, without removing the 
line and without any cutting, threading or 
fitting of it. The square placed on the neck 





of the flange in the right hand picture shows 
no distortion or warping of the line after in- 
stallation of the WeldOlet. 

Bonney WeldOlets and ThredOlets are 
available from stock in drop-forged steel with 
outlets from 14” to 12” in size-to-size or 
reducing sizes for all standard pipe. For 


special applications they can be supplied in 
Wrought Iron, Toncan Iron, Brass, Everdur, 
Monel, Stainless Steel, etc. 
Your customers will appreciate your re- 
commending WeldOlets and ThredOlets. 
Write for Bulletin WT23 telling all about them. 






BONNEY FORGE & TOOL WORKS, Allentown, Pa. 


WELDQ)LETS: THREDQ) 
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Stocked by Leading Distributors 
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because it stretches a little at first. 
A new blade should not be used to 
fiuish a cut started by an old blade, 
because the old blade cuts a nar- 
rower slot, and the side walls will 
bind the sides of the teeth on the 
new blade. Too much weight or 
feed on a new blade will destroy it 
quickly; not enough will allow it 
to slip or slide, dulling it rapidly. 

Speed and feed must of course be 
suited to the material (see Tables), 
and lubricant must be used, except 
on castings, brass and bronze. The 
lubricant reduces wear and flushes 
chips from the cut. As the saw 
dulls, pressure or feed should be 
increased, maintaining true cut- 
ting rather than rubbing of the 
blade. Generally, best production 
results from heavy feeds and slow 
speeds. 


Trouble Shooting 


Now for troubles—if and when 
they occur. Here are common 
troubles that occur with both hand 
and power hacksaw blades and what 
can be done to correct them: 

1. STRIPPING OR “SHELLING” OF 
TEETH. Either too coarse a tooth on 
thin material or too fine a tooth on 
soft material. At least two teeth 
should be engaged in the thinnest 
section of the material at all times. 
A coarse tooth will remove a large, 
curly chip; will allow more chip 
space in the gullets; will cut freer 
and will carry the chips out of the 
cutting area, whereas a fine tooth 
use for large-area work will clog 
the teeth with chips; the saw will 
bind in the material and usually 
the teeth wi!l break. 

2. ROUNDED TEETH OR PREMA- 
TURE WEAR. In other words, the 
blade is dull before it should be) : 
(a) check for correct teeth; (b) 
speed—if too fast, teeth are glazing 
—(not cutting). Reduce in accord- 
ance with recommendations; (c) 
blade drag—not lifting on return 
stroke, Have automatic lift repaired 
or replaced; (d) teeth pointing 
wrong direction; (e) not using cut- 
ting compound or using it when 
cutting cast iron; (f) blade not 
hard enough to cut material. 

3. PINHOLE BREAKAGE. (a) 
blades drawn too tight in frame; 
(b) twisting blades when cutting; 
(c) lugs not sufficiently wide to 
hold blade properly; (d) tension not 


relieved when machine is out of 
service. 
4. CROOKED CUTTING. (a) feed 


too heavy; (b) blade worn; (c) 












POWELL VALVES 


THE WM. POWELL CO. CINCINNATI, OHNO 
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4 Very Good 


Reasons Why 


YOU CAN INCREASE 
PULLEY SALES.. 


1. Each pulley is diamond bored 













































2. Each pulley is fully balanced 
3. Quiet operation at all speeds 


4. Finished grooves will not cut the 
belt 


CONGRESS 


V-BELT 


PULLEYS 





: VARIABLE SPEED 


AIR CONDITIONING AND 
Al 
CONE PULLEY STOKER SERVICE 


ys ar + FOR 
sa, BELTS 


These advantages have made Con- 
gress V-Belt Pulleys the preferred 
choice among users. Their careful 
workmanship and exacting standard 
of quality insure your customers’ sat- 
isfaction. Their growing demand 
guarantees good profits. 


Every pulley is handsomely finished 
in grey paint and individually boxed. 
Quick deliveries from large stocks. 
Our engineers will help you in mak- 
ing recommendations for your cus- 
tomers’ transmission needs. 


Many distributors feature Congress 
V-belt pulleys in window displays. 
Use our attractive display board to 


attract sales. Write for further data. 





AVAILABLE FOR EITHER “A” 


CONGRESS TOOL & DIE 


9026 Lumpkin Avenue 
DETROIT, MICH. 


oR 


“B" BELTS 





















materia] loose in vise; (d) frame 
of machine badly worn or slide not 
in line with vise; (e) struck a 
hard spot on one side in cutting 
the material, wearing set of blade 
prematurely. 

5. SNAPPING AND BREAKING. (a) 
incorrect teeth; (b) blade worn 
out; (c) starting on a sharp cor- 
ner; (d) dropping blade with a jar; 
(e) dropping blade on material at 
start; (f) insufficient tension on 
blade; (g) starting a new blade in 
an unfinished cut; (h) pressure 
too heavy on small pieces; (i) side 
strain on blade; (j) material jam- 
ming blade as cut is finished; (k) 
machine out of line, causing blade 
to cut at an angle. 

These are the ABC’s of long life 
for hacksaw blades. Learn them and 
you'll soon get recognition from the 
client in need of the services of a 
hacksaw doctor. And after recogni- 
tion comes orders—at least in this 
case. 








Counter Punchers 


(Continued from Page 25) 








Maddock headquarters but even the 
parking problem has been licked in 


| the firm’s effort to snare more cus- 


tomers. Maddock customers park 
free in a parking lot next to the 
store and offices. All they need do is 
to get the parking ticket stamped 
before leaving the store and their 
parking costs nothing. Just another 
Maddock extra service. 

To facilitate service at the main 
counter, faster moving industrial 
supplies are kept in stock close be- 
hind the counter. Items are classi- 
fied on the many stockroom shelves 
by numbers. Finding things is a 
simple matter, even though the 
counter men might not be able to 
fill an order blind-folded. Net prices 
of these faster moving items have 
all been computed and are neatly 
typewritten and contained in a 
looseleaf book securely fastened 
close to the center of the counter, 
thus net prices may be immediately 
quoted without hesitation, saving 
time, and eliminating mistakes. 

The store set-up is such that a 
customer must pass by an attrac- 
tive display of tools and equipment, 
both heavy floor models and show 
and wall case exhibits, before he 
reaches the counter. Back of the 
main counter is a nicely lit display 
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Lusricatine DEVICES 
ALL INDUSTRIES 


BUY THEM... GET 
ree «=O DALES! 
@ For thirty years 


ESSEX has been serv- 
ing industry satisfac- 
and 
cally with a line of 


torily economi- 
lubricating and power 
plant that 
gives a wide range of 
selling opportunities. 
ESSEX products have 


earned a 


devices 





reputation 
for quality and de- 
pendability 


Pilot’ Glass Body 
Sight Feed Oi Cup 


from 
coast to coast. 


Distributors 
been 


have 
reaping good 
profits selling these 
established products 
fields, 
and to 


oil 
textile mills, 
factories and indus- 
trials of all kinds. To 
those distributors who 
have not as yet real- 
ized the possibilities 
for increased busi- 
ness in selling the 
ESSEX line we would 
say get acquainted 
today and add to 
your profits. 


to mines, 










Glass Body Hand Oil 
Pump 





Lubricator 


Oil Gauge “Cyclone” 











ESSEX 


BRASS CORPORATION 
2000-2006 Franklin St. 
MICHIGAN 


"Michigan Lubricators’’, 
“Essex” 


DETROIT 


Mfrs. of 
Brass’ 


"General 
Brass Goods 


Water Gauges, 






































of smaller industrial supplies to 
catch the prospective customer’s 
eye. All these displays are worked 
out and set up by Counterman L. 
Simmons who’s front window dis- 
play would compare favorably with 
any professional’s work. 














I've Been Workin’ on the 
Railroad Car Shops 


(Continued from Page 20) 











Two other service departments, 
then we go into production. The 
first is the paint shop, needing 
4 stencil paper, paint brushes, paint- 
spraying equipment and parts, lad- 
ders, scaffolding, extension lights, 
stencil knives and brushes, and of 
course paint by the truck-load. Then 
the pattern shop, where abrasive 
paper and cloth, nails, screws, wood- 
working tools (both hand and ma- 
chine) and replacement parts go, 
as well as electric gluepots and glue, 
shellac, etc. Not so many freight 
ear parts are castings any more, 
but the pattern shop also acts as 
the supplier of templates, big wood 
gages and so forth, so needs port- 
abie electric tools, such as saws 
and drills, as well as the more for- 
mal tools. 

Similar to the woodmill in the 
steel car fabricating plant are the 
fabricating shops, containing hy- 
draulic and punch presses, forming 
presses, shears, scrap shears, nib- 
blers, and so on. These shops re- 
quire a steady stream of punch 
stems, punches and dies, shear 
blades, cutting and welding torches, 
arc-welding supplies, welding rod, 
flux—and a lot of punches for tem- 
plates, etc. If the plant includes 
hydraulic presses, there’ll usually 
be a big furnace or two, and more 
need for replacement refractories 
and burner parts. At every machine 
there will be a hand-operated, elec- 
tric or pneumatic hoist, and per- 
haps special handling devices, in- 
cluding pneumatic or hydraulic 
jacks, etc. 

Cars are assembled in the erec- 
tion shop, which is the great con- 
sumer of reamers, air hose, dies 
for riveting hammers, bucking bars, 
drift pins, barrel pins, fitting-up or 
“fast-thread” bolts and nuts, and 
many small parts, as well as rivets, 
bolts, cotter pins, and machine 
screws. If car parts are of wood, 
wood screws, carriage bolts, and 
nails are needed, as well as pneu- 





























A Stop Watch Will Tell 


the Story! 





No. 8 
H ERE'S a metal cut- Size 


4 8 in. 
ting saw to sell your Seuame 
customers that com- round 
bines speed with or 8 in. by 
16 in. flat 





accuracy. Under com- 
petitive tests, Wells 


or 5 in. by 











No. 5 
Size 
5 in. 

diameter 

round 


10 in. flat 





Band Saws have reduced sawing time from 30 to 50°/,—have, through accu- 
racy, permitted closer working tolerances, reducing machining time to a 


minimum. 
And that is only two of the Wells features. 


Design of saw permits cutting 


material to practically any angle. Three-speed control assures proper saw speed 
for various types of metals. Portability allows easy placement at any location 
in the plant where a metal cutting saw is needed. 

Write Wells for complete information on their line of metal and wood 


cutting saws. 






N ew Safe 
to Help You 


Saw it the Wells Way 


WELLS MFG. CORP. 


ty Features 
Build Sales 


Three Rivers, 
Michigan 














\ 
O Aer ull 


EVER HOIST 


NG'5 
















Mines. 


maintenance P 


MILL SUPPLIES © APRIL 1938 


+ comes to . 


tremendously ET" and complete 


s you ver Hoist. 

fesse the el utility 
d + 
’ intereste in 
al an pay 


ake these Coffing 


m 
pushing a 
Hoist. 


Hoist COMPANY 


Ilinois 
pull is Needed 























Simply pull! the thin shim brass or 
steel through the slot and cut off 
as required. Saves time elimi 


nates handling 


prevents wastel 





SIZES: 


Up to 12” 
thickness. 


width and to 2” 


ANALYSIS: 


other standard analyses. 


Cold Finished Steel 


and Ground Shafting 






100 





7 A larger, more profitable unit of sale on 
shim stock! Packaged for your convenience. . 

and your customers’! The handy, space-saving 
metal dispensing rack is supplied free with stock. 


Repeat business assured from every assortment sold. Every factory 
and mill repair department can use the convenient, time-saving 


features of packaged shim stock. 


This is special shim steel and brass of highest quality. Precision 
thicknesses from .001 to .O15 inch, in 6 x 100 inch rolls. 


included are three assortments of LAMINUM (laminated brass 
ep ; shim stock) 2 x 9 strips. . . 
thicknesses for which mill supply 


\ houses have the greatest demand. 


LAMINATED SHIM 


21-40 44th Avenue 


COLD DRAWN 





in 


SAE 1020 or SAE X-1020 and 



















in the 


shim stock! 
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oe be SD ee 8 8 | 
a EXTRA WIDE 


other uses. 
machining costs, 


surfaces. 
and good workmanship on every job. 


AVAILABLE FROM DISTRIBUTORS' WAREHOUSE 
STOCKS FROM COAST TO COAST 
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Backed by a complete dealer 
program. Write for details. Now 
you can make real profit on 


COMPANY, INC. 


Long Island City, N. Y. 





Li 
accurate! 


HE economy of these popular B & L rectangular 
sections is more than their convenient shape for 
machine bed plates, die backing plates and scores of 
They save time, reduce waste and cut 
because of their close manufactur- 
ing tolerances in size, straightness and smooth, flat 
Their accuracy and quality mean economy 


BLISS & LAUGHLIN, INC. 


HARVEY.ILL. Sale, Offices in all Principal Cities BUFFALO. N.Y. 
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CONVENTION SPEAKERS 


BENJAMIN F. FAIRLESS 


CHEVALIER 


COL. WILLARD T. 


Two outstanding figures that will 
hold the attention of mill supply con- 
ventioners at Pittsburgh are Benja- 
min F. Fairless, president of Carne- 
gie-Illinois Steel Corp., a man of 
major importance in today’s indus- 
trial world, and Col. Willard T. Chev- 
alier, vice-president of the McGraw- 
Hill Publishing Co., whose reputation 
both as an authoritative speaker and 
a construction and engineering ex- 
pert is nationally known. 


Cleveland Firm Moves 


The Air Conditioning Supply Co., 
has changed its location to 4060 
Superior Ave., in Cleveland, Ohio. The 
firm was formerly located at 1893 
East 55th St. Its new quarters pro- 


vide a generous increase in space. 








































































This new solder 
for aluminum, 
stainless steel, 
cast iron zinc 
base die cast 
metal, monel and 
other metals is 
proving to be a 
profitable item 
for industrial 
distributors. 


















ALL METAL 
SOLDER 


creates sensation at 
trade shows 













t HEN a simple operation like sol- 

dering clogs up the aisles at trade 
shows, you can be sure that the solder- 
ing must be out of the ordinary. That's 
what has happened at shows during the 
past few months where Imperial’s new 
All-Metal Solder and Flux and the en- 
tirely new soldering applications which 
it makes possible, were exhibited. 


Imperial All-Metal Solder and Flux will 
solder such difficult-to-solder metals as 
aluminum, cast iron, stainless steel, 
monel and zinc base die castings. While 
it is applied at temperatures only slightly 
higher than those used for ordinary soft 
solders, it forms a bond with a tensile 
strength many times as great. Blow 
torch, welding torch or large soldering 
iron can be used for application. 





This solder is sold in kits which con- 
tain solder, flux, emery cloth and direc- 
tions. The price of the kits to the indus- 
trial trade is $1.75, $3.50 and $5.00 with 
a profitable margin for industrial dis- 
tributors. The solder is also sold by the 
pound and many industrial users are 
placing repeat orders for substantial 
quantities. 


We believe your trade will be greatly 
interested in this new all-metal solder 
and we suggest that you drop us a line 
for complete details. 


IMPERIAL BRASS MFG. CO. 


511 South Racine Avenue 
Chicago. Ill. 
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electric 


|matie or nut runners, | 
| screw-drivers, saws, etc. The tools, 
however, are usually supplied and 
serviced by the tool room, a part| 
of the machine shop. 

Those railway shops making tank 
cars may also have a_ so-called 
“boiler shop” or “tank shop,” really 
a part of the erection shop but 
| handling the making of tanks) 
| specifically. That shop uses rivets, | 
|punches and dies, pneumatic or| 
| electric chipping and caulking ham- | 
‘mers and tools. | 
, Passenger -car manufacturing | 
| Plants also have a finishing and| 
| 








fitting department, where windows, | 
interior fittings and upholstery are | 
| put on, air-conditioning equipment | 
is installed, and so on, requiring | 
| any amount of special fasteners, | 
weights and small parts, as well as 
portable tools in wide variety. 
Now for maintenance depart- 
ments—the millwrights, the pipe- | 
| fitters, the electricians, the janitors, | 
‘and the “yard gang” or “labor | 
| gang.” Millwrights usually maintain | 
all cranes and hoisting equipment, | 
‘hence need chain, slings, blocks, | 
| prybars, jacks (both mechanical and | 
pneumatic), and oiling equipment | 
—for the “grease monkey” or oiler | 


_job it is to oil, check and maintain 
|driving equipment, which means 
ithat he needs a full kit of belt- 
repair tools, too. Millwrights do 
| the heavy installation work, moving, | 
and handling, too. 

The pipefitters and electricians 
| are part of the millwright gang in 
the small plant, but may be separ-| 
ate crews in the larger or special- 
'ized one. They maintain pipe and 
electric lines, hence need fittings, 
pipe, hand tools, wire, tape, switch | 
and starter parts, pliers, and all} 
the rest of it. If hydraulic equip- | 
ment is installed, the pipefitters will | 
need gaskets, valves, and special- | 
ized replacement parts for that 
equipment, too. Millwrights also| 
usually supervise the tote trucks, 
and other hauling and handling 
equipment. 

General 


plant maintenance is 
handled by the “labor gang” or 
“vard gang,” which needs track 
parts, jacks, shovels, picks, crow- 
bars, handcars, wheelbarrows, tie 
tampers, salamanders (for outside 
heating in winter), etc. In general, 













their requirements are quite similar 
to those of a railroad maintenance- 
| of-way department, except in much 
| smaller volume, of course. 


is normally a part of this gang. His) 





So to the power house, where the 
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YES SIR, WE SURE 
HAVE A STEADY 
SALE ON {UFAIN 
TAPES AND RULES 


ry 
ry he 
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[UFKIN PRODUCTS 
ARE easy TO SELL 


There’s no doubt about it. Lufkin 
Tapes and Rules certainly appeal 
to mechanics, carpenters, engineers 
and home owners. Men who have 
used them know they give accurate 
measurements. Anyone can see at 
a glance that they’re precision made 
and full of quality. 


Carry a complete line of the best 
selling Lufkin Tapes and Rules, 
You'll find—as hundreds of other 
alert dealers have found —that 
Lufkin measuring devices and the 
Lufkin name spell volume in profit- 
able sales. 


OF HA/N 


SAGINAW, MICHIGAN 


TAPES . RULES PRECISION TOOL 


CPLie 3 
Je 
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New York Crt 
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ADVANG 


Badger Never Slip moves heavily loaded 
cars easily and follows up empty cars 
at the rate of 3 inches per stroke — 
Badger Slip Proof is for average car 
pushing jobs—Power King answers the 
need for tough car pushing jobs — 
Advance Badger Safety Car Wrench 
trips trap doors in gondolas with ease 
and safety. 


THE NEW BADGER 
SLIP PROOF 


THE POWER KING 
CAR MOVER 


IN SALES! 


-BADGER LINE 


Keep on the track of good profits 
with the Advance-Badger Line of 
modern, dependable, widely-used 
Car Pushers and Car Wrenches. 


Sell these Car Pushers wherever 
cars are spotted on sidings. Thou- 
sands of companies must use them 
—you can get those sales. Also, 
the Safety Car Wrench gives you 
an opportunity for additional sales 
and good profits. 


The Advance-Badger line of Car 
Pushers contains sufficient types so 
that you can meet all needs. 


THE ADVANCE 
SAFETY CAR WRENCH 


engineers are looking for lubri- 
cants, waste, special heat-resisting 
paints, replacement parts, gaskets 
and packing, shovels, wrenches, 
fuses, and so on. 

Washrooms, lunch rooms and 
locker rooms are normally main- 
tained by janitor gangs, who have 
the same requirements for supplies 
as has the maintenance department 
of a large building. Liquid soap, 
disinfectants, cleaning compounds, 
toilet tissue, drinking cups, brushes, 
brooms, buckets, mops, dustpans, 
and all the rest of the cleanup 
equipment goes here. 

Steel, in bar, sheet and block 
form (the latter for dies), waste, 
general lubricants, and the other 
generalized supplies for use any- 
where in the plant are usually or- 
dered by the storekeeper, who simply 
maintains a certain fixed inven- 
tory subject to withdrawal by the 
other departments. The same thing 
is true in the engineering depart- 
ment, where some one individual is 
charged with maintaining essential 
supplies, such as drafting and trac- 


ADVANCE Gur COMPANY 


APPLETON Sf WISCONSIN 


CANADIAN FACTORY -CANADIAN ADVANCE CAR MOVER CO. 
WELLAND. ONTARIO, CANADA 


ing paper and cloth, blueprinting 
paper and chemicals, pencils, eras- 
ers, and similar materials. 











The Watson-Stillman Sales Pol- 
icy was especially formulated to 
allow distributors to do an ag- 
gressive selling job at an attrac- 
tive profit. 


Distributors who are stocking and 
selling Watson-Stillman Forged 
Steel Fittings have found it a 
highly satisfactory and profitable 
line to sell. 


Investigate the Watson-Stillman 


Line! 











100 ALDENE ROA 





he Watson Still 
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The safety department requires 
fire-fighting equipment, such as fire 
extinguishers, fire hose, safety 
stairs, chemical carts, goggles, safe- 
ty shields (for emery-wheel grind- 
ers), asbestos gloves, man coolers 
(large fans), and many other items. 

Each plant also will require unit 
heaters, portable forges, sump 
pumps, extension lights, ventilating 
fans and other specialized equip- 
ment, either purchased for some 
specific department or for general 
plant use. 

I might go on endlessly detailing 
the supplies that a car shop is look- 
ing for—but I think you get the 
idea by now—sell what they ask 
for, and keep your eyes open. 








Applying the Pump 


(Continued from Page 23) 








know that we sell them, and to 
leave a circular with the customer. 
The dissemination of this informa- 
tion is usually brought about by 
asking the customer questions about 
what kinds of pumps he is operating 
and the purposes for which he is 
using them. 

Sometimes this act simply has 









the effect of impressing the cus- 
tomer with the fact that we do sell 
centrifugal pumps—something he 
will remember when he does need 
a new pump or is contemplating a 
change in his method of handling 
liquids. At other times, it leads 
to a discussion of some immediate 
problem he has. Maybe he wants 
to pump 600 gallons of water per 
minute to a reservoir, and our 
salesman, if he is on the job, tells 
him how this operation can be done 
with one of our direct motor driven 
pumps, and emphasizes the fact that 
the only thing he will have to do 
in addition to installing the pump 
is to run pipe lines to it. Possibly 
a sale results without delay. You 
never know what business may de- 
velop if you talk centrifugal pumps 
where they can be used to advan- 
tage by the customer. 

In selling centrifugal pumps, too, 
the salesman opens up opportunities 
to market related items. Pipe, 
valves, and fittings—in which we 
major—are perhaps the principal 
lines sold in conjunction with pump 
sales. However, while our small 
pump has the motor as part of the 
unit, you cannot sell one of our 
other centrifugals without thinking 
about motors and v-belt drives. And 
don’t forget packing. 

This works in reverse, too. In 
selling any of these related lines 
for use in connection with pumps 
already in operation, we frequently 
get the chance to talk about our 
centrifugal pumps. 

It goes almost without saying 
that our salesmen contact all im- 
portant buying factors in their 
quest for centrifugal pump busi- 
ness. Engineers, superintendents, 
foremen, even the pump operators 
—all plant people who have any- 
thing to say about purchases, in- 
cluding, of course, the purchasing 
agents—are given our centrifugal 
pump story as occasions arise. 

We are pleased with the progress 
we have made in the sale of centrif- 
ugal pumps during the few years 
we have handled them. And, while 
we still have a long way to go, we 
believe the knowledge we are gain- 
ing about centrifugals through ac- 
tual experience in selling them is 
constantly moving us to a higher 
plane in the sales pictures. Certain- 
ly, they are a logical line for us to 
handle and the opportunity with 
which they provide us—because of 
the markets for them—is really 
something to enthuse about. 





CHICAGO'S WATER SUPPLY and 
R& M 


With the water supply of 
3,500,000 people at stake, Chi- 
cago insists on reliable equip- 
ment. 

So R & M electric winches 
were purchased. And for five 
years they have given the ut- 
most in faithful service. The 
photograph shows one 
of them. 

It pays to sell sound 
installations like these. 
Your customers want 
quality and service. If 
you get the inquiry, 
we'll help you close it on 
that basis. . . . Write for 
Bulletin 6161. 


ROBBINS € MYERS 


HOIST & CRANE DIVISION SPRINGFIELD, OHIO 






















AMERICAN 
SWISS PRECISION FILES 


ARE SWISS PATTERN FILES MADE IN UNITED STATES 
LOOK FOR THIS MARK 





Every American Swiss File of Precision 
Bears this Mark of Quality and Service 


You make friends and build up a profitable account 
when you sell American Swiss Files of Precision. 

Because they satisfy and are sold at no higher price 
than any other Swiss Pattern File manufactured 
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AND 
With 100°, distributor sales policy behind them a sav- 
ing to the user and a profitable line for the distributor is 
assured. 


(—eE———E—_ 
AMERICAN SWISS FILE AND TOOL CO. 


ELIZABETH, NEW JERSEY 
Also Manufacturers of 


Mechanics’ Hand Tools and Knurls 


Thee 


Tarek 
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PRODUCT PAGE NO. MAIN FEATURE MANUFACTURER 

























Vari-Pitch Speed Changer 104 Compact, economical and flexible unit Allis-Chalmers Mfg. Co. 
Electric Screw Drivers 104 Lightweight permits close-quarter work Stanley Works 
Truck and Gas Hose 105 Flexibility to withstand twisting Thermoid Co. 
Disk Sanders 105 Designed for all-round usage Delta Mfg. Co. 
Pulley Puller 106 Adapted for pulling two different ways Imperial Brass Mfg. Co. 
Transmission Belt 107 Four-ply construction with square edges Raybestos-Manhattan Inc. 
Acid Bucket 107 Greater safety for handling liquids B. F. Goodrich Co. 
Rotary Pump 108 Can be mounted on any flat surface Pioneer Engineering & Mfg Co. 
Buffing and Polishing Machine 108 Any spindle speed can be easily obtained The Hisey-Wolf Machine Co. 
Safety Switch 109 Window permits safe and easy in- Cutler-Hammer, Inc. 
spection 
Stainless Steel Product 109 Can be shaped or bent easily Ludlum Steel Co. 
Seale Truck 110 Weighing and counting can be done on Barrett-Cravens Co. 
truck 
Friction Tape 110 Longer life claimed for rubber Plymouth Rubber Co. ; 
Respirator 111 45 sq. in. of filtering area Chicago Eye Shield Co. 
Soldering Unit 111 May be used for all types of soldering Ideal Commutator Dresser Co. 
work 
Electric Hose 112 Heavy cover to withstand dragging Electric Hose & Rubber Co. 
Carbon Steel Wrenches 112 Unusual strength and improved hand J. H. Williams & Co. 
grip 
Pressure Lubricator 113 Special tip makes a_ pressure-tight American Chain & Cable Co. 
contact 
Freight Elevator 113 Takes up a minimum of space Revolator Co. 




















NEW PRODUCTS 
WITH SALES POSSIBILITIES : 





Vari-Pitch Speed Changer 

A new speed-changing device util- 
izing the principle of the vari-pitch 
sheave has been developed to meet the 





demand for a compact economical and 
flexible unit in a great variety of in- 
dustries. 


The new product is desig- 


104 








nated the “Texrope Vari-Pitch Speed 
Changer,” and consists of a pair of 
shafts on which are mounted two 
deep-grooved vari-pitch sheaves ad- 
justed through a worm and worm 
wheel operated either manually by 
means of a hand wheel or electrically 
through a fractional hp. motor con- 
trolled through a forward and reverse 
push button which can be located 
within easy reach of the machine op- 
erator. Since the vari-speed changer 
permits the use of higher speeds than 
are generally employed in variable 
speed devices, a very compact unit re- 
sults. Double shaft extensions permit 
the unit to be driven from either side 
or either end. By selecting a drive 
of the proper ratio the constant speed 
shaft can be run at the proper num- 
ber of revolutions per minute to ob- 
tain the desired speed range on the 
output shaft. Seven sizes are being 
placed on the market, covering a 
range of from 1 to 33 hp., with a speed 
range of 3.75 to 1, and running ap- 
proximately between 300 and 3,600 
r.p.m. Primary buying officials to be 


MILL SUPPLIES © APRIL 1938 


contacted in introducing this product 
are chief engineer, superintendent and 
purchasing agent—Texrope Division 
of the Allis-Chalmers Mfg. Co., Mil- 
waukee, Wis.—MILL Suppuies, April, 
1938. 


Electric Screw Drivers 





Two new portable Electric Screw 
Drivers, No. 02 and 02H, for use as 
production tools wherever assembly 
work is done with screws or nuts, are 


























CAPITAL 


RED CAP 


The Line of 
REPUTATION ... 
PERFORMANCE . 
QUALITY ... 





























Metal Case 

















Floor Brush 


Distributors who push the sale of 
Capital Red Cap brushes and 
brooms find little sales resistance 
on the part of prospects. The out 
standing quality of our products 
and our friendly distributor rela- 
tions make satisfied customers and 
friends in every industry. 


Ready-made markets are waiting 
for you—schools, hotels, hospitals, 
railroads, construction men, and 
factories of all kinds use industrial 
brushes and brooms—take advan- 
tage of these opportunities—give 
your customers gqood service and 
a good product—recommend Capi- 
tal Red Cap Brushes and Brooms! 


INDIANAPOLIS 
Brush & Broom Mfg. Co. 


Established 1890 
COR. BRUSH & BROOM STREETS 
INDIANAPOLIS, INDIANA 











now being marketed. Advantages of 
these new screw drivers are their 
light weight, compactness and balance 
which permit their use for close quar- 
ter and long reach work. Both screw 
drivers are available in four driving 
speeds and are equipped with patented 
adjustable tension clutch. No. 02 has 
an “on” and “off” switch mounted in 
the rear end bell. No. 02H has an 
“automatic” pistol type handle with 
a double pole, trigger type switch. 
Primary buying officials to be con- 
tacted in introducing this product are 
chief engineer, superintendent and 
purchasing agent.—Stanley Electric 
Tool Division, New Britain, Conn.— 
MILL SupPPLIEs, April, 1938. 


Truck and Gas Hose 











This firm’s new tank truck hose has 
a molded and braided construction and 
is recommended for loading and un- 
loading distillates, fuel oils, etc., in 
tank truck service. It is extremely 
flexible for a heavy hose and both the 
tube and cover are highly oil resistant. 
It is furnished in any lengths up to 
250 feet in 1, 14, 14 and 2-in. sizes. 

The company’s other new product 





is a gasoline hose constructed with 
specially compounded Neoprene tube 
to resist the softening action of gas- 
oline. A special cover stock resists 
checking action of the sun. It is built 
with a high carbon steel wire woven 
into the carcass, providing strength 
to resist crushing and flexibility to 
withstand twisting without kinking. 
Primary buying officials to be con- 
tacted in introducing this product are 
purchasing agent and superintendent. 
—Thermoid Rubber, Division of Ther- 
moid Co., Trenton, N. J.—MrL. Sup- 
PLIES, April, 1938. 


Disk Sanders 


Designed to meet the needs of both 
the machine shop, the pattern shop 
and the cabinet shop, two new disk 
sanders just announced fill the gap 
between light machines and the heavy, 
permanent installation machines. The 
new machines are heavy enough for 
accurate finishing, squaring, mitering, 
fitting and sanding on wood, metal, 











plastics and many other materials, yet 


MILL SUPPLIES @ APRIL 1938 





JHE BEST 
GRINDING 
WHEEL 
DRESSERS 
and CUTTERS 
to BUY and 
to SELL 


VINCENT 
HUNTINGTON 


Svery 
VINCENT 
Cutter 
Has 18 
Teeth 
Count 
Them / 


























@ Cutters are milled—not 
stamped—from special an- 
alysis steel—Heat treated 
by our exclusive “Vincent 
Process” — Long service 
life—low first cost—these 
are some of the reasons 
why you and your cus- 
tomers will prefer Vincent- 
Huntington Grinding 
Wheel Dressers and Cut- 
ters. 


@ Our established reputa- 
tion is one of your biggest 
assets and makes selling 
easy. The profits you 
make are good and sub- 
stantial—no complaints or 
returns because Vincent- 
Huntington Grinding Wheel 
Dressers and Cutters al- 
ways give satisfactory re- 
sults. Get our catalog 
sheets, they'll be helpful 
to you. 


THE 
VINCENT STEEL 
PROCESS CO. 
2434 Bellevue Ave. 
DETROIT, MICH. 











Wr all the 


tremendous changes during the 
last half century, engineers in 
modern plants everywhere still 
like, use and buy Dixon's Ticon- 
deroga Flake Lubricating Graph- 
ite as they did 50 years ago. 
Year after year its sale holds up 
and grows because this fine old 
Dixon product keeps right on 
meeting the needs of the day. 


As a co-lubricant with oil or 
grease, Dixon's Ticonderoga 
Flake Lubricating Graphite stands 
up to its work where other lubri- 
cants squeeze out, burn out, or 
wash out. As a coating for 
gaskets and packing, there just 
is no substitute. 


THE 2 
POPULAR 
NUMBERS — 


Particle Size 


Other Dixon Favorites 


Include: 
Graphite Ne. 635 
Microfyne 
Flake Graphite 
Pioneer 
Boiler Graphite 


L & P— Lubricating 





a Graphited Oil 
Graphited 
i Se aro 
: Automarine Packing and 


Cup Graphited Grease 
Particle Size “Junior” Graph-Air Gun 
No. 2— 


Waterproof 
Finely subdivided Graphited Grease 


powdered flakes. 
Write for Booklet No. C-71. 


JOSEPH DIXON CRUCIBLE CO. 
©) 


JERSEY CITY NEW JERSEY 














DIXON’S GRAPHITE 
ATUTELE 


portable enough to be used throughout | 
the shop wherever they will be most 
efficient in the machine shop or assem- 


HARRIS 





bly line. One model is a direct-driven 
type, with a base upon which may be 
mounted a 4 or 3-hp. motor. The other 
model is belt-driven, and is designed 
to be used with an existing drive, or 
where odd voltage or frequency mo- 
tors must be used. Both machines 
have 12-in. disks, 10 by 16-in. tilting 
tables with graduated sectors for 
angle of tilt. Tables are provided with 
# by #-in. groove for miter gage or 
sha guidance of special fixtures. The 





shaft of the belt-driven machine is 
|earried on self-sealed ball bearings, 
|requiring no lubrication. Primary 
| buying officials to be contacted in in- | 
| troducing this product are plant man- 
| ager, chief engineer, master mechanie 
|and purchasing agent.—Delta Mfg. 
Co., Milwaukee, Wis.—MILL SupPPLigs, 
| April, 1938. 


Pulley Puller 





Assembly and use of Assembly and use 
puller fer pulling oa solid 
wheels, pulleys and 
gears, 


puller feos pulling spok- 
ed wheels. Either ? or 
3 arms may be used, 





A compact, high strength, light- 
weight pulley and flywheel puller, 
adapted for pulling two different ways 
—either from the spokes or from the 
outside of the wheel—has just been 
announced. It is stated that the puller 
can be used for pulling spoked wheels 
regardless of size so long as the hub 
diameter is less than 3 inches, and 
the wheel is within the depth reach 
of the puller. It can be used for pull- 
ing solid wheels and gears up to 7 
inches in outside diameter. Puller is 
of forged or drawn steel construction 
throughout to assure maximum 
strength and durability. The arms are 
made from _ heat-treated chrome 
vanadium steel forgings and the pres- 
sure screw is extra large so that the 
screw head can be hammered in re- 
moving hard-to-start pulleys. The 
machined from cold drawn 
Puller is furnished with three 
When used to pull spoked 
it is assembled with the arms 
to the body of the 


body is 
steel. 
arms. 
wheels, 
attached directly 








MILL SUPPLIES @ APRIL 1938 


THE NAME TO REMEMBER 
for 


TANKS 


COILS & sees 
BENDS 

EXPANSIO 
JOINTS 
FLOATS sat aluminum, and 


workable metal. 


opper, aluminum, 


stainless steel, Monel, 
etc. All sizes and 
shapes. 


for low pressure 
he ay Cop- 
per 60” 
, 


Alt types. 
all metal with and 
_ steam jacket. 
Also copper brew 

kettles. 


posting bronze. 
ang and solid 


HARBRON 


poe funnels, 
- — copper 
= stainle: 


Evaporators, heaters, coolers, ee 
evaporating, distilling, and chemical ap- 
paratus. 


Let us give you estimates. 











i ah 











ARTHUR HARRIS & CO. 
210-218 N. ABERDEEN ST. 
(formerly Curtis St.) 


CHICAGO, ILLINOIS EST. 1884 








Cannot work loose because 
they are cast on. 


No need of fussing and filing 
to make replacement jaws 
fit with Athol Vises because 
the steel jaws last as long as 
the vise, and that’s years. 


» ELL ATHOL FOR 
ATISFACTION 











ATHOL, MASS. 
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puller, as shown in the left hand 
illustration. Three arms are used for 


wheels having an odd number of | 


spokes, and two arms for wheels hav- 
ing an even number. When used to 
pull solid wheels, puller is assembled 
with arms suspended from clevises 
as shown at right. Primary buying 
officials to be contacted in introducing 
this product are chief engineer, super- 
tendent and purchasing agent.—The 
Imperial Brass Mfg. Co., Chicago.- 
MILL SupPuigs, April, 1938. 


Transmission Belt 





A new transmission belt for instal- 
lation on tractor and small steam saw 
mills has recently been placed on the 
market. Two saw mill feed belts are 
used on a machine, one to pull the 
carriage and log through the saw, 
and the other to return the carriage 
for the next cut. These belts are 
usually nine to thirteen feet long and 
three, four, or five inches wide. They 
are of four-ply construction with 
square edges black lacquered. Clip- 
per or rawhide lacing is recommended 
for the splice. Primary buying officials 


to be contacted in introducing this 
product are chief engineer, plant 
manager and purchesing agent.—The 


Manhattan Rubber Mfg. Division of 
Raybestos-Manhattan, Inc., Passaic, 
N. J.—MILL SuppPuiEs, April, 1938. 


Acid Bucket 


A new and improved acid bucket 
recently been introduced which 
provides greater safety for workmen 
who handle corrosive liquids. This 
bucket is made of a semi-flexible ma- 
terial which will not crack or break 
under normal use. The reinforced bead 
on the base is not only enlarged but 
recessed to permit the worker to get 
a firm hold with his gloved hands. 
The capacity scale molded on the in- 
side of the “Flexite’” bucket provides 
a margin of safety to protect against 
spillage. When bucket is filled to 
capacity, liquid is still two inches from 
the top. Graduated marks also en- 
able user to measure quantities accu- 
rately. These buckets are available in 


has 











Safety Belt Hooks and Lacers 


Give You More Profit! 
% 2 


34 
/. 
6 
SAFETY 
Portable Lacer 


Let us 
quote you 


explain, 
and 
outline our sales 





co-operation. 










See Those Jaws 

Not flat, but RIBBED 
Each Rib Contacts 

A HOOK ONLY 


The Best 

Bel#-Lacing 

System 

with the Hooks are easily 

sunk below the 
oe” surface of belt 
, Full 6” Capacity 

For You! Stouter These two features 
S appeal to 
tronger mechanics. 


Soles are easy! 








if THOUSANDS and_thou- 
sands of factories and shops the La = 
Bunting catalog constantly is pro- 
moting business for the whole- 


Bunting sales promotional 








saler in a position to supply Bunting structively build up the wholesaler of 
Quality Bearing Metals and Finished Bunting products . . . The Bunting Brass 
Bearings. In this and many other ways & Bronze Company, Toledo, Ohio. Branches 


policies con- and Warehouses in All Principal Cities. 





BRONZE BUSHINGS 


MACHINED AND CENTERED BRONZE BARS 
BABBITT METALS 
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Jhe Superior Qualities of 


MAUREY 


STEEL V-PULLEYS 
BUILD SALES 


Type No. 3 





























Cross Section @ The superior qualities of Maurey 
Type No. 3 Steel V-Pulleys are so evident that they 
can be detected upon the most casual 
inspection. They prove their stability 
in the actual performance they render 
over long periods of hard service. 


*Maurey Steel V-Pulleys have solid steel 
or malleable iron hubs which means true 
running. Extra strength is obtained 
through heavy rolled edges and special 
welded construction. Maurey Steel V- 
Pulleys are sold only through selected 
mill supply houses to which we give full 
protection, quick service, and good 
profit-margins. Investigate! 


MAUREY MANUFACTURING CORP. 


























2907-15 S. WABASH AVE., CHICAGO, ILLINOIS 





Here is your answer 


SELL oats. 


AUTOMATIC BOILER SERVICE UNITS 














Cond. Make-u Horizontal 
Return for andCond. Unit for low 
Gravity Return pressure 
Systems systems. 


@ Dairies, Dry Cleaning Plants, Laundries, Processing Plants and 
Greenhouses are buying these outfits because THEY SAVE OPERATING 
COSTS AND INCREASE BOILER EFFICIENCY. Write for jobber prop- 
osition that carries real profit. 


PUMP BUILDERS FOR FIFTY YEARS. 


ROOTS -CONNERSVILLE BLOWER CORP. 


EGON NERS VILLE INDIANA 
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| 3-gallon size only. They weigh only 


34 lb. each and are designed with steel 
or metal reinforced hard rubber 
handles. Primary buying officials to 
be contacted in introducing this prod- 
uct are superintendent, plant manager 
and purchasing agent.—Mechanical 
Rubber Goods Division, The B. F. 
Goodrich Co., Akron, Ohio.—MILL 
Suppuiegs, April, 1938. 


Rotary Pump 

















A new machine pump has just been 
announced, having as its principal 
function the lubrication of bearings, 
gears, multiple spindle drill heads and 
other similar units. This unit is a 
conveniently small, compact, positive 
displacement rotary pump which may 
be mounted on practically any flat 
surface of the machine assembly. All 
moving parts are made of hardened 
steel and accurately ground to close 
tolerances. No gland is needed be- 
cause the driving gear is inside the 
machine. As mounted against the 
outer surface of the machine it may 
be connected or disconnected without 
disturbing either pipe lines or drive 
gears. Inlet and outlet ports through 
the machine casting are permanently 
connected with discharge and supply 
piping inside. This new pump is a high 
vacuum unit which delivers liquid 
immediately after rotation is started. 
Stopping or reversing the machine 
has no effect whatever on pump oper- 
ation. Primary buying officials to be 
contacted in introducing this product 
are chief engineer, superintendent and 
purchasing agent.—The Pioneer Engi- 
neering & Mfg. Co., Detroit.—MILL 
Suppuigs, April, 1938. 





Buffing and Polishing Machine 


A new and different variable speed 
buffing and polishing machine was 
recently announced. By simply turn- 
ing the hand wheel at the top, any 
desired spindle speed from 1700 to 
3500 r.p.m. can be quickly obtained. 
Speed is changed while spindle is in 
motion and can also be changed while 
machine is actually under a working 
load. It requires only eleven seconds 
to change speeds from extreme low to 
extreme high. This machine is made 
in 3, 5, and 73% hp. capacities and can 
be furnished with any N.E.M.A. mo- 
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|tor for any electrical characteristics. | 


The speed dial plate in front of the 
,machine is direct reading, indicating 
| the r.p.m. of the spindle. Primary 
| buying officials to be contacted in in- 


troducing this product are plant man- | 
ager, chief engineer, and purchasing | 
| agent.—The Hisey-Wolf Machine Co., 
- ps’ 


CHICAGO 









| Cincinnati, Ohio.—MiLL SUPPLIEs, 
#| April, 1938. ' # 


| Safety Switch 


Ng 








It pays you to show Buyers 
How to Keep Flush 
Job COSTS DOWN 


Your particular customers like Triplex Quality Flat | 
Head Cap Screws for their quick, accurate fif. 
They're properly formed and shaved—click neatly 
i and squarely into counter-sunk holes. Surfaces 
9 burnished—threads clean-cut—accurately pointed. 
Producers avoid the waste of throwing out mis- 
fits. They like Triplex screws for time and money- 
saving on flat head jobs they take pride in. Our 
enlarged plant guarantees new quick delivery serv- 
ice. Write today for samples, price list, catalog. 


The Triplex Screw Co. 
; 5307 Grant Ave., Cleveland, Ohio 


i j L c xX Announcement has been made of a 


new window type mill duty safety 
CAPVAND SET SCREWS, BOLTS AND NUTS switch. This window is of three- 


Millions sold—Used In Every Industry sixteenth inch shatter-proof glass held | 


securely in place from the inside. A 
sponge rubber gasket is used to 
Pressure Test cushion the glass and seal the open- | 
ing in the cover. This window type | 
| line of safety switches was developed 
to meet a demand for quick and safe 
inspection and is availadle in stand- | 
ard sizes from 30 to 1200 amperes up | 
to 600 volts, fusible and non-fusible. 
Other features of the switch are pres- | 
sure-type fuse clamps; non-current | 
carrying hinge posts; double-break | 
air-blanketed contacts; silver plated | 
; Eagle welded steel bench oilers blades and jaws; unit pole construc- | 








* 














For These 


Eagle Oilers 
‘ Assures Leak- 
Proof Product 











q are constructed of the finest tion, and interlocked cover with key | 
materials. They set the stand- Pe = ncaa he gy ages, 
. ® remary guyINngG officials 0 € con- 
: ar = ba ogee hag Bc tacted in introducing this product are | 
$ of coumbens cael. This olier ts superintendent, purchasing agent and | 
¢ i ton enn teaiin plant manager.—C utler-Hammer, Inc., 
HB the only —s sts typ 8 Milwaukee, Wis.—MILL SUPPLIES, 
i a carbon spring steel bottom April, 1938. 


acetylene welded to the body. 





t A welded spout fits into a solid : 

metal neck that has machine Stainless Steel Product 

cut threads. Quality workman- A new stainless steel product called | 

' ship is stressed throughout. “Ludlite” has been announced. This | 

f And as final test of perfection, new product is for use in home mod- 
each of these oilers is carefully |ernization, new homes and in many | 
tested under air pressure different industries. A composite | 
before it leaves our factory. | product, its surface is a_ sheet of | 
Distributors find added profits | strong, thin, stainless steel, backed 

‘ in Eagle Oilers. by a tough non-metallic material. The 


s backing is waterproof and _ flexible. 
Eagle Manufacturing Company |) Because of the backing, “Ludlite” can 


Wellsburg West Virginia be easily attached to plaster, wood | CHICAGO RAWHIDE MFG., CO. 
| fiberboard, concrete and other sur-| 1290 Elston Avenue, Chicago 
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What Keeps Prices in Line 


SOMETIMES WONDER if consumers realize the 

debt they owe to the small and medium-size manu- 
facturer and producer—the producer who is inde pend- 
ent, substantial, reliable, and whose product is as good 
as the best! 

If it were not for these independent fellows,* the big 
boys would have us hog-tied in no time, and we would 
be paying through-the-nose for everything we buy. 

This has always been the case—eliminate the inde- 
pendents in an industry and prices skyrocket. 

Many far-sighted buyers realize this situation and 
throw enough of their purchases to independent pro- 
ducers to assure their prosperity and continuance in 
business—they are actuated through se/f- preservation. 

In most every industry there 
are to be found thoroughly reli- 
able, independent prone se Haar 
we are wise, we should seek them 
out and do business with them. 





*In the coated abrasives industry 


CLOVER MFG. CO., Norwalk, Conn. 


A reliable, well-financed, independent company—making a complete line 
of the highest-class Abrasive Papers and Cloths, with representatives 
and warehouses located in principal trade centers—an organization which “ 
has always sold highest quality at right prices since 1907. 


























PLENTY OF ROPE 
FOR PROFITS... 


when you sell the UPSON-WALTON LINE! 


“U-W" WIRE ROPE 


The same care and precision characterizing the 
manufacture of the U-W line of Tackle Blocks, 





Turnbuckles and other Wire Rope fittings go into 
the making of all U-W Wire Ropes. 




























Careful selection of material—painstaking work- 
manship— inspection and tests. 


Ropes for every purpose—mining, drilling, cranes 
and shovels, towing, mooring and dredging, logging, 
quarrying, etc. 


Reguler construction and Preformed. 


Some few open territories available for distributors. 





Established 1871 
Main Office and Factory: 1168 W. llth St. 
CLEVELAND, OHIO 
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faces. A special waterproof cement 


| for the purpose has been developed. 
| The backing deadens the sound and 


has insulating qualities. The facing 
offers the toughness, wear and resis- 
tance to rust and tarnish that dis- 


| tinguish stainless steel from other 


materials. As a light gage steel is 
used, “Ludlite” can be cut with heavy 
scissors, shaped or bent by hand and 
nailed, screwed, or cemented with 
comparative ease. It is manufactured 


| in rolls two feet wide and 50 or 100 


ft. long, also in tiles four inches 


| square. Primary buying officials to be 
| contacted in introducing this new 


product are purchasing agent, plant 
manager and superintendent.—Lud- 
lum Steel Co., Watervliet, N. Y.— 


| Mitt Suppuigs, April, 1938. 


Scale Trucks 





A new combination beam scale 


| truck and lift-truck built integral 


offers for the first time a unit that 
enables lift-truck users to have the 
advantages of a scale in production 
and handling of materials. The addi- 
tion of the scale to the truck permits 
weighing, counting, and measuring to 
be done—all by the weight method. 
The design permits the installation of 
the scale truck for use with any type 
or make of skids having a minimum 
underneath clearance of 74 inches. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, superintendent and 
purchasing agent. — Barrett-Cravens 
Co., Chicago.—MILL Suppiigs, April, 
1938. 


Friction Tape 


Recently announced is a new kind of 
tape in addition to this firm’s regular 
“Slipknot” black friction tape. The 
new product will be known as “Slip- 
knot” brown. One characteristic of 
this new tape is its natural brown 
color. It is presented by the manufac- 
turer as one of the few improvements 
in the tape industry in many years. 
“Slipknot” brown is practically the 
same as the color of the raw rubber 
used as the base of the tape. The man- 
ufacturer presents this product as 
having longer life than any other 











Pert 


















commercial tape now in existence. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant monager, superintendent and 
purchasing agent.—The Plymouth 
Rubber Co., Inc., Canton, Mass.—MILL 
SUPPLIES, April, 1938. 


Respirator 








A new respirator, style No. 92, has | 
over 45 sq. in. of filtering area and | 
the one filter handles practically all | 
types of dust. The exhale valve is| 
placed between the filter units, and | 
will not rub or catch on clothing. It 
is made sturdily and will not collapse | 
and shut off exhaled air when the 
head is bent downward. A speaking 
diaphragm principle incorporated in 
the exhale valve permits normal con- 
versation without removal of respira- 
tor from face. It has anatomically 
shaped face cushions with turned 
facial contact edges for solid comfort. 
The firm claims there is no need of 
excessive pressure to get a leak-proof 
fit. Primary buying officials to be 
contacted in introducing this new 
product are plant superintendent, pur- 
chasing agent and chief engineer.— 
Chicago Eye Shield Co., 2300 Warren 
Boulevard, Chicago.—MILL SUPPLIES, 
April, 1938. 


Soldering Unit 


A new all-purpose soldering unit 
for all types of soft soldering work 
has been announced, Operating elec- 
trically the unit eliminates the neces- | 
sity of using an open flame. The com- | 
plete soldering unit consists of a} 
transformer and four heads or tools. | 
Simply plug into any A.C. supply and | 
it is ready for use immediately. All | 
current carrying parts are fully in- | 
sulated. A small head is especially | 
adaptable for small and lighter solder- 
ing and for use in restricted spaces. | 
It is designed for soldering small ter- | 
minals and lugs up to 150 amp. size, 
or sweating threadless copper tubing 
and fittings up to %-in. diameter. For | 
more common soldering work, the} 
standard type head is recommended. 
It is designed for applying and _ re- 
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Fatal 


TRADE MARK REC.U.S. PAT. OFFICE 


Alligator Steel Belt 
Lacing “Never Lets 
Go.” The most uni- 
versally used belt lacing 
on earth. Supplied in steel, 
“Monel Metal,” and alloys in twelve 
sizes for belts up to % in. Standard boxes, 
“Handy Packages,” and long lengths. The Alli- 
gator and size number are stamped on the lacing. 
Sold only through jobber-dealer trade channels. 


Sole Manufacturers 


FLEXIBLE STEEL LACING COMPANY 


4633 Lexington Street CHICAGO 


In England at 135 Finsbury Pavement, London, E.C. 2 


Did the Moors 


Invent 


“MOORING CHAIN"? 


The answer is no. People in Morocco can't take the 
credit for it. But ships all over the world must be 
moored, and McKay makes not only Mooring Chain 
but also chain for a thousand-and-one other uses. 


That’s why you can bank on 
"McKay's 50 years of knowing how.” 


Look to this maker for your A-No. | quality welded 


and weldless Chain... 


THE McKAY COMPANY 


McKAY BUILDING PITTSBURGH, PA 


Formerty U.S. Chain & Forging Co 

















Investigate the profitable 
Darnell line of Industrial 
Double Ball Bearing Casters 
and E-Z-Roll Wheels AT 
ONCE! Here are quality pro- ° 
ducts your salesmen can 
easily enthuse over—for re- 
peat sales are automatic, and 
customer satisfaction as- 
sured. Write for details of 
special dealer proposition. 


DARNELL CORPORATION, LTD. 
BOX 4027-P STA. B, LONG BEACH, CAL. 
@ 36 N. CLINTON ST., CHICAGO, ILL. 
@ 24 £. 22ND. ST., NEW YORK, N. Y. 









| joined together by integrally-molder 
| web construction. This new hose has 
| unusual flexibility, plus the strength 





MORGAN VISES 


"| of two layers of tightly-braided rein- 








Stationary Jaw and 





Stationary Base 





STRONG 

TRUE 

RIGID 

EASY TO SELL 

MAKE GOOD PROFITS 

















Morgan Vises are strong where strength is 
needed — maintain accuracy and precision 
after years of constant use—extra rigidity is 
an outstanding feature—all of which make; 
them easy to sell. 

For 30 years we have maintained the strict- 
est standards of design and workmanship 
and all Morgan Vises are gquaranteed 
against faulty material and manufacturing. 
Investigate the merits of Morgan Vises and 
get your share of this profitable business 
which they make possible. 











MORGAN VISE COMPANY | 


Chicago, Ill. 


108-112 N. Jefferson St. 





moving soldering lugs and terminals 
up to 400 amp. size, up to santas | 
copper pipes and fittings and ee 
regular soldering work. There are 
two other type heads, fitting the tool | 
| 
| 
| 
| 


| for a wide variety of jobs. Primary 


buying officials to be contacted in in- 


| troducing this product are chief engi- | 
| neer, superintendent, master mechanic | 
| and purchasing agent.—Ideal Commu- 


tator Dresser Co., 1000 Park Ave., 
Sycamore, II].—MILL Suppuigs, April, 
1938. 


Electric Hose 





A new electric hose recently placed 
on the market and named “Electric- 
Siameez” hose comes in two lines of 
high quality two-braid construction 








forcement. It is recommended for long 


| service in all welding and cutting | 


operations using working pressures up 
to 200 lb. The cover of the new hose 
is thick and tough, to withstand drag- 
ging over castings, concrete floors, 
etc. The hose is made in 3, +s and -in. 
sizes. Primary buying officials to be 
contacted in introducing this product 
are chief engineer, master mechanic 
and purchasing agent.—Electric Hose 
& Rubber Co., Wilmington, Del.— 
Mri. Suppuies, April, 1938. 


Carbon Steel Wrenches 





An improved type of carbon steel 
wrench is being supplied in a com- 
plete line consisting of 50 patterns 
and more than 1,000 sizes. The manu- 
facturer claims these wrenches are 
twice as strong as the old-fashioned 
carbon steel 
93 per cent as strong as alloy steel 


wrenches of similar sizes. The un- 
usual strength of these wrenches are 
said to result from the fact that they 
are drop-forged from improved qual- 
specially pro- 
cessed. Better hand grip and greater 
| and safer bearing on the nut are other 

features claimed for these wrenches. | 


ity carbon steel and 
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ARBOR SPACERS 





Machine shops need De-Sta-Co 
Arbor Spacers when setting cutters 
on their Milling Machine arbors, 
and for other spacer uses. Save 
many times their original cost, and 
help to get the work out quicker. 
When your customer wants arbor 
spacers, he wants them now— and 
he will appreciate the fact that 
you can supply him. 

Moisture proof cellophane pack- 
age for customers’ visible, pro- 
tected inventory. Packages contain 
25 spacers, assorted thicknesses, 
retailing at $1.00. Attractive 
profit to Dealer. 


Write for dealer proposition. 


DETROIT STAMPING CO. 


© ESTABLISHED i91S e 


34393 W.FORT ST. OETAOIT, MICH. 











wrenches and average 





WIREGRIP comes on processed cards that 
prevent waste—every hook can be used. Pro- 
tects fingers. Applied with WIREGRIP Lacer 


or any other standard lacing 
machine. 





BELT 
LACING 


STEELGRIP is a stronger lacing 
for all power and conveyor belts. 
Clinches smoothly into belt, compresses ends, 
prevents fraying. 2-piece hinged rocker pins. 
8 sizes. In boxes or long lengths. 


WRITE FOR CIRCULAR 


ARMSTRONG BRAY & CO. 


"The Belt Lacing People” 
310 N. Loomis St. Chicago, U. S. A. 
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For hand or 
machine tap- 
ing. Made in 
all sizes in 
Carbon Al- 
loy andHigh 
Speed 
Steels 


The per- 
formance 
of WINTER 
TAPS is well 
known among 
tap users. 
This customer 
approval in- 
sures profit- 
able repeat 
business for 
the DISTRIBUTOR 


WRITE FOR CATALOG NO. 17 








THE WINTER BROTHERS CO. 


MAIN FACTORY 
WRENTHAM DETROIT 
MASS. MICH. 


DIVISION OF 


THE NATIONAL TWIST DRILL & TOOL CO., 


DETROIT, MICHIGAN. 








BRANCH FACTORY 








Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, superintendent and 
purchasing agent.—J. H. Williams & 
Co., 75 Spring St., New York City.— 
MILL Supuies, April, 1938. 





On bearings, gears and other mov- 
ing parts where oil is needed, a pres- 
sure lubricator has been developed to 
supply lubrication up to 1,000 Ib. 
Such pressure lubrication flushes out 
grit and dirt from a machine and 
at the same time forces oil into the 
bearings. Eliminating dirt from a 
machine is important. This new pres- 
sure lubrication flushes out grit which 
otherwise would wear down the ma- 
chine causing costly repairs. The 
“Oilingseal” tip made of compressible 
composition is one of the outstanding 
pressure lubricator features. This tip 
makes a pressure-tight contact on the 
top edge of any common oil hole and 
practically all sizes and types of cups 
and oil covers in general use. No 
special fittings are needed. Operation 
is simple. The tip of the lubricator 
is put into the oil-hole, making a firm 
contact. The plunger is then pushed 
in slowly. There are no complicated 
parts. All active parts are made of 
brass or steel. Four gun-type models 
supplying pressure over 1,000 lb., and 
six other type models supplying pres- 
sure over 500 lb. are now being man- 
ufactured. Primary buying officials to 
be contacted in introducing this prod- 
uct are purchasing agent, superin- 
tendent and foreman.—The American 
Chain & Cable Co., Inc., York, Pa.— 
MILL SupPuigs, April, 1938. 


Freight Elevator 


A new type of freight elevator for 


| one story service has been developed 
| for lifts up to about 12 ft. 
| is it efficient with regard to the power 


Not only 


consumed, it is said, but takes up a 
minimum amount of space. Capaci- 
ties go up to 500 lb. and the ear size 
to 7 ft. by 10 ft. The banded 4,000-Ib. 


| type with 78-in. by 118-in. platform 


requires only a 90-in. by 120-in. shaft- 
way. 
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MARVEL 


High-Speed-Edge 






Are you 


selling "Pre-War" 
Hack Saw Blades? 


World War condi- 
tions demanded great- 
er speed — Post-war 
competitions demand- 
ed more than mere 
speed — it required 
speed with depend- 
ability and led to the 
positively unbreak- 
able MARVEL High- 
Speed - Edge Hack 
Saw Blades. This pat- 
ented blade not only 
assures continuous 
operation but because 
of its great strength 
permits greatly  in- 
creased speeds and 
feed pressures. 



















1 3 


For more of today’s and 
tomorrow's hack saw 
business, sell these mod- 
ern blades with: 


1. Genuine 18% 
Tungsten High 
Speed Steel Cut- 
ting Edge. 

2. Unbreakable Al- 
loy Steel Back 


3. Patented inte- 
gral weld. 


Write for Catalog 
Armstrong-Blum Mfg. Co. 
"The Hack Saw People” 


5753 Bloomingdale Ave. 
Chicago, U.S.A. 
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MANUFACTURERS’ AD 
VERTISING IN Tactory 













SUPPORTS DISTRIBUTORS 


With Consistent Advertising in FACTORY 


Mr. W. W. French, Sales Promotion the opposite page is Mr. French's complete 
Manager of the Dodge Manufacturing statement on why the Dodge Company uses 
Company, says, "We have used FACTORY FACTORY to help distributors’ salesmen. 
MANAGEMENT AND MAINTENANCE Se 


FACTORY appeals to plant operating officials 
who are in charge of management, production, 
and maintenance. 


for many years as the basis of our 
industrial publication program 


Editorial emphasis is placed on such man- 
agement subjects as employee relations, wage 
incentives, waste elimination, safety, foreman 


We believe that consistent adver- 








tising in this publication provides 
maximum penetration and cover- 
age of industrial plants, and con- 
sequently maximum support of the 
efforts of distributor salesmen who 
sell our products." Reproduced on 





training. 


Among the production subjects are produc- 
tion control, cost control, time and motion 
study, plant layout, materials handling, power 
transmission, electrical application, air-con- 
ditioning, welding. 


In the maintenance field typical subjects are 
organization and management of maintenance, 
building upkeep and repair, 










A McGRAW-HILL 
PUBLICATION = =—- Cs dustries than’ 


330 W. 42nd Street Hi BEE pE SO DOPEE 
New York, N. Y. 











SPEED, 
POWER and 
EFFICIENCY 


are yours when you use 





2 
10 STAND ABD WE WILL MOVE THE capy, 


6 
ve USaPiact 


Trade mark registered U. S. Patent Office 


The only manual freight car mover 
that can be depended upon at 
all times, under all weather con- 
ditions. 


Ask for "ATLAS". Your distribu- 
tor will be pleased to supply you. 


Manufactured only by 


APPLETON-ATLAS CAR 
MOVER CORPORATION 
2947 North 30th St., Milwaukee, Wis. 


(Formerly—Appleton Car Mover Co., 
Appleton, Wis.) 














SOLID WOVEN WHITE COTTON 
BELTING 
SOLID WOVEN WATERPROOF 
TREATED BELTING 
ENDLESS WOVEN BELTS 


Harvester Webbing 
Sifter Brush Webbing 
Shoe Machine Webbing 
Bolting Cloth Webbing 
Other Webbing and Belting Specialties 


The 


Write for complete information 





LOBE WOVEN BELTING CO., 
BUFFALO, 


a al 


402 CLINTON ST. 


116 





PRODUCTS 


Apron Webbing 
Spindle Banding 
Linen Webbing 


GLOBE PRODUCT coupled with the 
GLOBE POLICY makes dollars for distributors. 


Rails, cables, anchorage and counter- | 
weights take up 11 in. along one side | 
| while elevator machinery is located | 
|overhead. An advantage of this ele-| 
| vator is the fact that any or all three 
|sides of the car are available for 
|openings. The doors open on a load- 
|ing platform while two levels inside 
|the building are also served. Con- 
| struction of the guides and supports 
|are such that they can be readily 
moved and set up at a new location 
of similar dimensions. Primary buy- 
| ing officials to be contacted in introduc- 
|ing this product are superintendent, 
| purchasing agent, and plant man- 
ager.—Revolator Co., North Bergen, 
| N. J.—Mi.yi Suppuies, April, 1938. 





from the 


actuiet 
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PORTABLE ELECTRIC TOOLS— 
Completely illustrated in this new 
1938 catalog are this firm’s entire line 
of portable electric tools and equip- 
ment. Printed in two colors, the cat- 
alog is an attractive addition to any | 
salesman’s binder. Included in the 53 
pages are drills, screw drivers, nut 
runners, grinders, sanders, hammers, 
saws, shears, and accessories.—Black | 
& Decker Mfg. Co., Towson, Md. 





| 


stuffer describing the four different 


factured by this company is 
ready for distribution. Application 
| pictures of the shoes in use with 
| ladders adds much to the effectiveness 
of this folder. With a description of 
its uses and features, prices of the 
various models are _ included.—The 
“Safe-T-Grip” Ladder Shoe Co., 
Bloomfield, N. J. 








SUMP PUMPS—Complete data on the 
1938 line of floatless automatic elec- 
tric sump pumps and also valuable 
poser on the use of sump 


pumps, including their use for the| 
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LADDER SHOES—A new envelope | 


types of safety ladder shoes manu-| 
now | 
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STEARNS 









PO WW Ee 
Lawn Mowers 


9 Models that 
Cover Every 

Grass Cutting 
Need 


$7930 
260 


5 Wheel-Drive and 
4 Roll-Drive Models 
All Rubber-tire Equipped 


Don't overlook power lawn mower sales in 
your territory. They mean an attractive profit 
for you. Our 9% models—from 18" to 58" 
cut—cover every grass cutting application. 

Each model is as outstanding in quality, per- 
formance and operating economy as in price 
and each one includes all the tested and 


proved features that made the name 
STEARNS famous. 

These are real items of merchandise. Free 
from complicated mechanism. Simple and 


easy to start and to operate. 
Equipped with Briggs & Stratton engines. 
Write for complete catalog No. 134 











1864 Co 


SYRACUSE, N.Y 


EASY TQ sELL 


Because of So Many 


TEARN & 





Exclusive Features 
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BLACKMER 


HAND PUMPS 
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(4F, TORCHES 





No. 382A QUART SIZE 
THE MECHANIC’S FAVORITE FOR 
THREE GENERATIONS. 


OTHER C & L TORCHES 


No. 99 Pint Size—Midget Flame for 
small size copper tubing work. 


No. 252 Flat Pint Tool Kit Torch. 


No. 308 Quart Size—With sub-flame 
for extremely cold or windy weather. 


No. 325 Quart Size—For heavy duty. 
No. 225 Two Quart Size—Heavy duty 


burner. 


CLAYTON & LAMBERT 


DETROIT MICHIGAN 











BOLTS + + NUTS « 
SCREWS + + WASHERS 











EVERDUR + * COPPER = + 
BRASS + * BRONZE «+ * 
MONEL « «+ STAINLESS « + 


* Complete stocks and the ability 
and facilities to produce special 
orders promptly and satisfactorily 
make Harper your logical source of 
supply for items in NON-FER- 
ROUS metals. Your customers will 
appreciate the high quality of 
these products and return again 
and again thereby building your 
profits. Have you a copy of our 
catalog? 











The H. M. HARPER CO. 


2622 Fletcher St. Chicago, Ill. 











prevention of backwater, is embodied 
in a new 8-page sump pump catalog 
which has just been issued. Explained 
and pictured in considerable detail 
in the catalog is the electrical control 
system which automatically starts and 
stops the pump eliminating the need 
for a float. Also given are complete 
specifications. A table of measure- 
ments, and installation instructions 
are likewise included. An especially 
interesting feature of the catalog’s 
description of sump pump uses are 
two hook-up diagrams and an ex- 
planatory discussion which show how 
sump pumps are being used in in- 
creasing numbers to provide positive 
protection against backwater in base- 
ments.—The Imperial Brass Mfg. Co.. 
1200 W. Harrison St., Chicago. 


V-BELTS—Two important references 
in the form of the V-belt data book 
and the V-belt conversion list have 
recently been issued. The V-belt data 
book is said to be a most complete 
and accurate replacement catalog, all 
information pertaining to model and 
parts numbers, belt sizes, etc., being 
obtained direct from the equipment 
manufacturers. By referring to this 
book, the buyer can quickly deter- 
mine the number, size and price of a 
replacement V-belt for any one of 
44 makes of water pumps, 17 makes 
of wood-working machines, 75 makes 
of stokers and oil burners, and 27 
makes of air compressors. There are 
also similar listings for refrigerators, 
buffing machines, gasoline pumps, and 
other miscellaneous machines. The 
V-belt conversion list is a 16-page 
catalog which can be used by the 
buyer to find a belt that can be inter- 
changed with a belt of another make. 
It is the first time that a comprehen- 
sive list of this type has been made 
available for buyer use.—Mechanical 
Rubber Goods Division, The B. F. 
Goodrich Co., Akron, Ohio. 


TOOLS—tThis new catalog, No. 42, 
gives a complete picture of the con- 
solidated lines of Miller and Goodel- 
Pratt tools and supersedes the old 
catalog, No. 41, issued in 1935. 
Illustrated in this catalog for the 
first time, is the firm’s complete elec- 
tric tool line. A very broad assortment 
of tools which includes eighteen major 
lines are contained in this 240-page 
catalog. A few of the lines contained 
are drills, gages, grinders, hack saw 
blades, planes, levels, punches, saws, 
screw drivers, vises, squares and 
scrapers.—Miller Falls Co., Green- 
field, Mass. 





SPEED REDUCERS—Announcement 
is made of the issue of a new catalog 
describing the complete line of speed 











DESMOND 


GRINDING WHEEL 
DRESSERS & CUTTERS 





We manufacture the only com- 
plete line of Dressers and Cut- 
ters to enable you to serve 
your customers’ entire wheel 
dressing requirements. 


Write today for complete new 
catalog and discount sheet on 
this widely used line that has a 
rapid turnover and a good 
profit margin. 


Desmond-Stephan Mfg. Co. 
Urbana, Ohio 














OLLIS 











MAGIC TYPE CHUCKS 
AND COLLETS 


fhe 





Made from good 
grade of steel, hard- 


ened and_ ground. 
Easy to operate. 
Can be used for 


drilling, tapping and 
reaming. 





Also manufacturers of drill sleeves 
and sockets, lathe centers, chuck 
arbors, drill drifts. We are pre- 
pared to handle all regular and 
special requirements of your cus- 
tomers. 








reducers manufactured by this com- 


| pany. Speed reducers are shown suit- | 


able for transmitting from fractional 
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THE COLLIS COMPANY 
CLINTON, IOWA 

















SOLDERS — 


The Gardiner line of solders is 
complete for various uses. It in- 
cludes Flux-Filled Solders, both 
Acid and 
Rosin Core; 
Solid Wire 
Solders in 
gauges 
down to 
1/32 of an 
inch; Bar 
Solders of 
various 
alloys and 
Bab bitts; 
Lining and 
Dipping 
Metals. 

All Gar- 
diner products are made by the 
most modern methods and in large 
volume thus assuring the lowest 
prices. 


Flux-filled and wire solders 


in 1, 5 and 20-lb. spools 


We invite inquiries at all times. 


A 
Cirdin er 
CAN eed 


a 
av 4 
4833 So. Campbell Ave., Chicago, Ill. | 














| INSEPARABLE? | 
REPUTABLE MILL ' 
SUPPLY HOUSES 


DEPENDABLE MILL 
SUPPLY PRODUCTS 


1. Your House and Cesco’s 





No. 220 WIDE VISION GOGGLE 


The All-Purpose Goggle. Known and called for by name 
more than any other make on the market. A dependable 
profit maker. 


2. Your House and Cesco’s 
HEALTHGUARD FUME KIT 


Light, strong, durable, con- 
venient, adaptable to most 
industrial fumes, complete- 
ly dependable, pleasingly 
comfortable, inexpensive. 
o show it is to sell it 
Let us work together. Write 
us today. 


CHICAGO EYE SHIELD CO. 
2329 Warren Boulevard, Chicago, Ili. 
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| chines in 


to 75 hp. Ratios of reduction are 
available from 3-1 up to 20,000-1. All 
types are shown in one catalog; worm 
gear units as small as 40-in. lb. torque 
capacity, and of the single and double 
reduction style and planetary type 
speed reducers large enough to trans- 
mit 130,000-in. lb. torque.—W infield 
H. Smith, Inc., Springville, N. 7. 

PORTABLE 


ELECTRIC TOOLS 


The new 1938 catalog covers all the | 


portable electric tools manufactured 
by this organization. Many new tools 


are described and pictured together | 


with improvements in design and con- 
struction of a number of the old line 
tools. Complete specifications and 
prices are included for each tool.— 
Van Dorn Electric Co., Towson, Md. 


PLANNED POWER TRANSMISSION 
—A handsome new 40-page book on 
“Planned Power Transmission in the 
Metal Working Industries” has just 
been published by the Council. If 
you’re looking for facts, here they 
are. The booklet contains a series of 
comparative cost charts of individual 
drives and the modern group drive 
as applied to typical groups of ma- 
metal-working plants.— 
Power Transmission Council, Inc., 75 


| State St., Boston. 


MECHANICAL PACKINGS—An ex- 
tremely fine 112-page book, well- 
illustrated and printed on fine paper 
has just been released by this manu- 
facturer of mechanical packings of 
all types. The book has a heavy board 
cover and represents a type of trade 
literature that is all too few these 
days. Each type of packing is pic- 
tured and its use described together 
with the specifications. Also included 
in the service recom- 
mendations, technical data and a com- 
plete index for easy reference. 
Linear Packing & Rubber Co., Inc., 
Philadelphia, Pa. 


catalog are 


NO-THREAD FITTINGS—A new 16- 
page booklet on this firm’s “No- 
Thread” fittings, style 65, was re- 
cently and contains unique 
types of self-contained pipe joints 
that pipe without fittings. 
Details of how to make this simpli- 
fied type of pipe joint are all con- 
tained in this attractive two-color 
booklet.—S. R. Dresser Mfg. Co., 
Bradford, Pa. 


issued 


connect 


ELECTRIC FANS—The new 1938 
catalog of fans manufactured by this 
company is now ready for distribu- 
tion and should prove of great inter- 
est to many distributors. Suitable 
descriptions and specifications with 
each type of fan shown go to make up 
an interesting catalog.—Victor Elec- 
Inc., Ohio. 


trie Products, Cincinnati, 
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1905 (Strand 1938 


FLEXIBLE SHAFT 


MACHINES 


Are being used in hundreds 
of plants for useful opera- 
tions such as shown below. 
Sell quality equipment which 
promote good will among 
your trade. Cheap machines 
do not pay—sell the "Strand" 


Polishing Stainless Steel Conveyors 


N. A. STRAND & CO. 
5001 No. Wolcott Ave., Chicago 





It’s saying a lot 
.. but its true 


Victor offers dealers the most 
complete line of Textile Belting 
in the country...for transmis- 
sion, conveying, and elevating 


Whether it be for the manufac- 
ture of bon-bons or bushings, 
there is a Victor Belt to fill the 
order. And, what's more, an 
order filled from the all-inclu- 
sive Victor line means a satis- 
fied and steady customer. 


There is no profit in buying 
textile and balata belting on 
the “hit or miss” plan. Con- 
centrate your orders on the 
most complete line in America 
..- the Victor line. 


VICTOR 


53 Park Place 
345 West Hubbard Street Chicago 
FACTORY: Easton, Pennsylvania 





BALATA & TEXTILE 
BELTING COMPANY 


New York 








